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MAY RAISE RATES 
ON WAR PLANTS 


Roebling & Sons, Underinsured, Sustain 
Personal Loss of $1,000,000 in 
Nine Years 


FACTS ABOUT BETHLEHEM FIRE 


Excited Workman Threw Pail of Oil 
on Sputtering Wire; Thought 
it Water 


If many more war risk losses come in 
te the companies, quite regardless of 
their origin, there will be a movement 
launched to advance rates on this class. 
A prominent member of the Eastern 
Union said to The Eastern Underwriter 
this week: 

“This business is costing us a lot of 
money and we are not getting much 


out of it. What difference does it make 
how the fires start so long as they oc- 
cur? It will not take many more losses 
before the cry for higher rates will be 
sc insistent that it cannot be disregard- 
ed. Our company refuses to write war 
risks on new plants devoted to the 
manufacture of munitions of war, but 
we have had to protect our agents and 
policyholders in the case of extensions 
ard where occupancy of plant has been 
changed. The facts are simply these: 
The plants are being run under the 
highest pressure, and the aim is to turn 
out the goods with the greatest speed 
possible. Naturally, a machine which 
under normal conditions would not be 
a hazard becomes a decided object of 
danger when it is not cared for. Then, 
too, floors become oil soaked and there 
are features of neglect about the house- 
keeping end that are distressing to un- 
derwriters.” 

Despite the fact that the New York 
“Sun,” New York “Herald” and Newark 
“News” are printing editorials practi- 
cally accusing the secret service divi- 
sion of one of the belligerents with the 
responsibility for several fires which 
have occurred recently in manufactur- 
ing ‘war munitions, some adjusters of 
leading fire insurance companies, seen 
by The Eastern Underwriter this week, 
say they have no definite proof that 
such is the case. After several fires 
there have been numerous rumors, but 
oktaining proof has been a different 
matter. 

Hard to Trace Origin 

It is pointed out that there are three 
methods. only by which proof can be 
ottained of incendiary fires, as follows: 

1. Sometimes an elaborate layout is 
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“*You may delay, but Time will not.”--BENJAMIN FRANKLIN 


“The Franklin Fire 


If you are an Agent of 
“THE FRANKLIN FIRE 
OF PHILADELPHIA” 
you represent a Com- 
pany long established 
and favorably known to 
the insuring public, and 
now fully equipped to 
render high class Ser- 
vice to both Policyhold- 
ers and to Agents. 
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PROMINENT LAYMEN 
DISCUSS INSURANCE 


Life insurance Essential as Fire Insur- 
ance, Says Head of Pittsburgh 
Department Store 


SALESMANSHIP’S PSYCHOLOGY 


Head of Duquesne Light Co. Talks of 
Group Insurance—Views of 
University Chancellor 


The Eastern Underwriter has se- 
cured from the E, A. Woods Agency, 
Pittsburgh, a digest of the remarks of 
some of the prominent laymen on life 
insurance, delivered upon the occasion 
of the recent thirty-fifth anniversary of 
the Woods Agency. 

A Department Store Chief's Views 

Max Rothschild, head of the Rosen- 
baum Store, Pittsburgh, took “Busi- 
ness Insurance.” He said that he was 
only one of thousands that bought in- 
surance of the Woods Agency, and 
while one didn’t always know how the 
premium is going to be paid at the 
same time the sale of the insurance 
had been made in such an effective and 
attractive manner that a refusal to buy 
seemed not only foolish but almost im- 
possible. 

In Mr. Rothschild’s opinion insur- 
ance is certainly one of the best in- 
vestments any man or woman could 
make, and that the seed which the in- 
surance agent has sown in bringing it 
to people year by year bears more and 
more fruit each year. “The obligation 
which you have is not only successful 
if you succeed in your efforts and have 
us take insurance when you write our 
application, but it is an obligation for 
the benefit of all mankind, and the 
more you talk insurance and the more 
you sell insurance the more bene- 
fit you confer on all those con- 
nected with those who buy insurance 
from you,” he said. “They may think 
it is a hardship to pay the premiums, 
but after they have carried the insur- 
ance for a good many years it becomes 
a benefit, and they are glad they have 
done it.” 

And it is the same way with the cor- 
poration as it is with the individual 
purchaser. It sees the benefits after 
it is started. Life insurance is like 
fire insurance. Every large concern 
sets aside a reserve for fire insurance, 
and this it would not do if it had any 
assurance it would not have a fire 
Life insurance is the same way. You 
can put aside the premium every year, 
and you might be better off—provided 
you had any assurance that any man 
is going to live fifty years or longer— 
but that no man knows 

Believes in Corporation Insurance 

“We have always believed in insur- 
ance—and certainly in corporation in- 
surance,” continued the speaker. “It 
is a great thing. You can get a good 
many people to whom you once sold 
insurance to feel that you are doing 
them a favor if they buy partnership 
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or corporation insurance, showing knowledge in such a way as to excite 
them if they buy it at the younger interest and desire in order to sell. 


ages it is an advantage in price, and 
the cash value increases. ‘And with 
corporation insurance, either the cash 
value becomes a regular asset, or else 
a very valuable liquid asset in case of 
the death of any member.” 

Mr. Rothschild then spoke of the 
death of the youngest member of their 
firm two and one-half years ago,—a 
man of twenty-nine years, with great 
promise of a splendid future—a man of 
fine education, deeply interested in the 
welfare of the employes as well as in 
the business of the concern. A _ well 
trained mind, living a clean life, and 
with great ability for business, a man 
_whose value could not be capitalized, 
he looked good for years to come, but 
he saw the wisdom of taking out in- 
surance at a time when most young 
men simply look upon it as an expense 
—not as an investment. 

Life insurance to-day is an invest- 
ment and a protection, the same as fire 
insurance, and should be so _ consid- 
ered. It is not only the big firms that 
need it. It should be in force for many 
of the small firms and partnerships. 
Take a small concern doing perhaps 
$50,000 to $100,000 a year. One part- 
ner generally furnishes the money, and 
the other the brains. If either one of 
them dies the money comes in. If the 
one who has the brains dies, the money 
comes in and you can buy brains— 
brains can be bought to-day, and com- 
mand a good price. If the man who 
put in the money dies, the partnership 
passes to the widow—or, perhaps, buys 
out her interest. It protects the firm’s 
credit in the bank. It protects the 
credit with other merchants. 

Carnegie Tech Man on Salesmanship 

Dr. Bingham, of Carnegie Tech, 
spoke on “Psychology in Salesman- 
ship.” He suggested first that if a re- 
view of the past years in the sale 
of life insurance, or any other com- 
modity were made, the present-day 
methods of salesmanship would appear 


35 


vastly different from those pursued 
thirty-five years ago. Practically three 


different stages of development would 
be shown:—(1) The first might be 
characterized as lack of method—or a 
hit or miss method—a sink or swim 
period, in which practically no 
method of work was_- pursued. by 
the agents individually or as a col- 


2) After that stage there 
organization ;— 
effort was ap- 
devised to 


lective body. (| 
appeared a_ period of 
recognition of waste 
parent, and means were 
overcome that tendency. Certain ele- 
ments were recognized as necessary 
for success; certain qualities would 
help the man to succeed. An effort 
was started to develop those essentials 
of success. 

Experience had shown that with any 


the 


known commodity the salesman must 
be honest in his presentation—he must 
impress his honesty upon the person 
with whom he was to deal. He must 
have a_ sufficient knowledge of that 
commodity, its use, its value,—and he 
must be able to contribute of that 


This second stage then was an ac- 
cumulative stage, in which the equip- 
ment of the salesman with successful 
methods of presenting his goods, etc., 
developed. This might also be called 
an empirical stage, in which the agent 
began to recognize the influence of psy- 
chology in his work—to see that in 
making the proper impression on other 
men’s minds he must bring to that man, 
or find the suggestion that would bring 
that mind into harmony with his own. 
Salesmen began to cultivate this ca- 
pacity. They began to study their 
methods of presentation and argument, 
suiting the suggestion to the require- 
ments of the man they were dealing 
with. Now we have the appearance of 
trained men who cultivated this abil- 
ity. System for the first time makes 
its appearance. Systematic courses in 
salesmanship were put forth by differ- 
ent schools. They many of them did 
more or less good, but none of them 
have been able to define that some- 
thing which makes the difference be- 
tween success and lack of it—What is 
the thing that makes this success? (3) 
The third stage is now reached—the 
scientific stage, it might be termed. 
We are now endeavoring to get an ex- 
act knowledge with reference to the 
elements necessary for successful 
salesmanship. We will know just what 
training will do. We will undertake 
to find out the best methods, and to 
train the salesman scientifically in the 
use of those methods. The next ques- 
tion is the cost of equipping the sales- 
man. * * The man who is in pos- 
session of these first essentials for suc- 
cessful salesmanship probably can and 
will contribute a good deal more to the 
ultimate returns if he is equipped with 
the methods developed through scien- 
tific research. 


Salesmanship and Public Service 


Mr. Harris, of the Duquesne Light 
Co., spoke on “Salesmanship and Pub- 
lic Service.” He said that a review 


of the advance of the Equitable Agency 
in Pittsburgh in the past 35 years is 
proof of—What Can Be Done. At the 
present time the Duquesne Light Co. 
was engaged in the big undertaking of 
changing over the method of applica- 
tion of power in many of the largest 
enterprises in the Pittsburgh district. 
It is a big task—but it can be done. To 
do this it is necessary to figure up the 


requirements of these concerns not 
for one year, but five to ten or more 
years at the outside. 

“We must know what will be the 


power requirements—and then proceed 
to do the job,” he said. ‘What I wish 
to convey by this—and there is this 
similarity between our work and yours 

is that we who seek to serve the pub- 
lic and not picking out the soft places, 
but in our haste to supply present de- 
mand, we probably lose sight of the 
fact that there is a vastly larger field 
to be developed and receive more at- 
tention—one which has not been 
touched. One of the Westinghouse sec- 
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retaries, when asked the object in hav- 
ing the school children write essays on 
the—Use of Electricity in the Home’ 
—said that nine or ten years hence 
these boys and girls will be the fathers 
and mothers in the homes. Educate 
them to-day in the use of electrical 
appliances. They are going to be the 
consumers ten years hence. What 
does the average boy of to-day know 
about your business?—and here I think 
you too could learn a lesson—they do 
not think insurance. Men do not think 
of its benefits. You must bring that to 
them. Don't be a _ pest, however. 
When you know a man is making prog- 
ress, then is the time to break in and 
sell him good life insurance—present- 
ing good reasons for doing so, and 
without waste of time. 


Life Insurance Sales Organization 


“Unfortunately for the life insurance 
business, the sales organizations of in- 
surance companies have been recruit- 
ed to a Jarge extent by men who have 
been failures in other lines. It is true 
a man may be a rank failure in one 
line, and a great success in another— 
but it is not often the case. Think of 
that fact as being an accepted truth; 

and then suppose you do take trained 
men. How are you training them? 
Training men for the sale of life in- 
surance does not mean being familiar 
with a lot of schedules, nor with pre- 
miums, nor with one or more kinds of 
policies—the training really means a 
thorough appreciation of the value of 
life insurance for specific purposes. 
When you go forth to try to sell it to 
others you then have a definite argu- 
ment to put up. It is essential not 
only to know thoroughly but to posi- 
tively believe in what you are trying to 
sell. Of course there is the commer- 
cial side in all business. It would be a 
wonderful world if we could eliminate 
the commercial factor. We are for- 
ever being accused of trying to do 
some good for some one because there 
is something in it for us. We are often 


hindered in doing good because of that 
very thing. 
Admires Life Insurance 

“Next to my own business, I do not 
know of any line that I would prefer 
to life insurance,” he said. “Anything 
which has in it a tendency to raise the 
standard of life and morality is a good 
thing for the community—and this is 
true of the business you are in. That 
is one reason why I have such a high 
regard for life insurance business, as 
a business. There is no other organi- 
zation that has done so much to raise 
the standard of salesmanship,—to get 
within the selling organization the 
value of truth, which is so invaluable 
in this insurance work that you have 
taken up—it is the truth you are try- 
ing to put across. I know, and you 
undoubtedly appreciate it, what effort 
is being continually made by your 
president and manager to organize you 
into a selling force for the uplift of the 
morals of the community and the wel- 
fare of the community. I do not feel 
that you are doing the full work that 
can be expected of you. You have not 
as yet touched the marvelous situation 
and will not until you think out what 
can be done to make the boys and girls 
now growing into man and woman- 
hood understand the value of economy, 
and to give them a reasonably fair ap- 





preciation of the value of life insur- 
ance.” 
Group Insurance 
Speaking on the subject of “Group 


Insurance,” Mr. Harris said that it has 
been decided on after mature delibera- 
tion among other things, for the rea- 
son that they discovered that 52 per 
cent. of their employes changed annu- 
ally. They wished to have a more per- 
manent list of employes; they realized 
that to progress they needed more men 
permanently in the business. They em- 
braced this as a means of rewarding 
permanency. They had hundreds of 
men in their employ who had never 
seen a bond, but who appreciated the 
(Continued on page 9.) 
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TEXAS EQUITABLE RE-INSURES 


CREAT SOUTHERN SWINCS DEAL 





After Consolidation President Cariton’s 
Company Has $35,000,000 _ Insur- 
ance in Force—$2,100,000 Assets 
The Great Southern Life which is 
making a record in  progressiveness, 
has re-insured the Equitable Life of 
San Antonio, which was organized in 
1910, and which was owned large'y by 
business men a'‘ong the Rio Grande. 
The latter company had $3,050,000 in- 


surance in force. The deal gives the 
Great Southern assets of $2,100,000, 
and insurance in force of $35,000,000. 


President Cariton’s Statement 


In announcing the con:olidation 
President O. S. Carlton, of the Great 
Southern, said: 


“It is the purpose of the Great South- 
ern te maintain a branch office in San 
Antonio, through which all premiums 
will be collected on the business taken 
over from the Equitable, as well as the 


insurance now in force in the Great 
Southern in this section. The out- 
standing insurance of the Equitable 
amounts to nearly $3,000,000, and the 
Great Southern has about an equal 
amount jn this section. so that from 
this date we will be collecting renewal 
premiums on about $6,000,000 of in- 


surance through the San Antonio 
branch office. 
“The money collected here will be 


deposited in local banks, and the Great 
Southern will carry out its well-estab- 
lished pelicy of investing the money in 
the sections where it is col’ected 

‘We have been assured that we will 
have the good will and co-operation o! 
al the policyholders. stockho'ders and 
everyone connected with the Equitable. 


With the amount cf business now jin 
force through the San Anton’o branch 
office, with the very efficient agency 
organization now in the field. and with 


the wonderful business conditions just 
becinning throughout the country we 
expect to enlarge our business here 
very rapidly. The consummation of 
this deal gives the Great Southern as 
sets of $2,190,000 and insurance’ in 


force of $35,000,000." 


Dr. Combe’s Statement 


The statement issued by Dr. F. J 
Combe is as follows: 
“In placing the policyholders of the 


Equitable Life Insurance Company, our 


first considerat’on has been to protect 
and take care of them to the best ad 
vantage It is a source of gratifica 


tion to me to have been able to place 


them in the Great Southern Life. In- 
surance Company of Houston, Texas 
The company i: large and strong and 
maintains idea's that are pleasing to 
the people of Texas, and particularly 
of South Texas The Great Southern 
has a splendid agency organization in 
this territory. It already has a large 


business here, and by consolidating 
that business with the business taken 
over from the Equitable. the San An 
tcnio plant will be one of no mean 
proportions 

“It will be my purpose te encourage 
every policyholder to keep h’'s policy, 
and in the liquidation of the affairs 
of the Equitable I shall endeavor to see 
that all stockholders are treated alike.” 


BRISTOL RENEWS CONTRACT 
Distinguished General Agent Again 
Signs With Northwestern Mutual 

Life for Decade 
DD. Bristol, distinguished gen- 
of the Northwestern Mutual 
Life in New York City, has renewed 
his contract with the Company for a 
period of ten years. 

Agents in Mr. Bristoi’s territory will 
make him their guest at a dinner to be 
given him in this city on December 3, 
next. Plans are shaping for one of the 
most enthusiastic gatherings of life in- 
surance men ever held here. 


John I. 
eval agent 


NOVEMBER 15; G. E. IDE DAY 





President of Home Life Honored by 
General Agencies—Company’s 
Paid for Business 


When George E. Ide, president of 
the Home Life, reached his office on 
Monday morning he found a number of 
floral offerings and also a large batch 
of applications sent in by the general 
agents of the Company, who had quiet- 
ly designated November 15 as a day 
on which to honor the president. 

The paid-for insurance of the Home 
Life for the first ten months of 1914 
amounted to $10,776,720; for the first 
ten months of 1915, $11,398,547, an in- 
crease of $621,827. 

Insurance in force, January 1, 
was $116,360,110; October 1, 1914, 
$119,195,183. Insurance in force Jan- 
uary 1, 1915, was $120,893,433; October 
1, 1915, was $123,839,972. 


1914, 


AN IDEA WORTH FOLLOWING 





Co-Operation By New York General 
Agents in Discussing Live Topics 
With Agents 


E. W. Allen, general agent in New 
York City of the New England Mutual 
Life, has put into effect a new plan of 
co-operation among general agents in 
the metropolis, which is working out 
well. In his agency meetings he has 
representatives of other companies ad- 
dress agents at intervals broad in- 
surance questions 

The first speaker was Robert L. 
Jones, assistant generai agent in New 
York of the State Mutual. On Monday 
of this week William F. Atkinson, of 
the Northwestern Mutual Life, talked 
to the representatives of the New Eng- 
land Mutual Life’s general agency here 


on 


on “Preparedness,” drawing a parallel 
from the present national crisis He 
said that this country may not need 


yrotection now, but might in the future. 


Some men may not need life insurance 
protection now, but will in the future. 
Next week Charles Jerome Edwards, 


general agent of the Equitable Life As 
surance Society, will talk to this agen 
ey on “Pep-Ginger-Accomplishment.” 


SAVINGS BANK ACTUARY 

Boston, Nov. 15.—An examination 
under the auspices of the Massachu 
setts Civil Service Commission was 
held last week in Boston It was for 
the purpose of furnishing an “assist 
ant” actuary for the savings banks life 
insurance department. 

As yet apparently no steps have been 


taken to fill the office of “State Actu 
ary” whose province it is to attend to 
the savings banks insurance matters 


It was made vacant by the lamentable 
death of. J. H. Montgomery. It is con 
jectured in Boston that now the sav 
ings bank insurance movement is so 
far advanced Mr. Brandeis feels he 
doesn’t need a State actuary and that 
an assistant will do who, of course, 
will command less salary than that en 
joyed by Mr. Montgomery. 

There were only three candidates 
two from Boston and one from Wor 
cester and the salary attached to the 
post is not more than $1,500. 


This appointment does not affect in 
any way the really important State 


actuarial office—that of actuary to the 
Insurance Department, which office is, 
and has for many years been held with 
cistinction by Miss Charlotte Cushman. 


PITTSBURGH LUNCHEON 

The luncheon of the Pittsburgh Life 
Underwriters’ Association, held at the 
Fort Pitt Hotel Wednesday, had as its 
speakers James J. Phillis, Provident 
Life & Trust; Nelson B. Davis, North- 
western Mutual Life, and Charles J 
Rockwell, Equitable Life Assurance 
Society. 

The subject was “Approach—50 
cent. of the Sale.” 


per 


LIFE PRESIDENTS’ PROGRAM 


SPLENDID LIST OF SPEAKERS 
Railroad Presi- 
United States Senator, Uni- 
versity Head and Others 


Ford Sales Manager, 
dent, 





Federal officials and transportation 
and agricultural experts will join with 
life insurance men in discussing ways 
and means to advance still further the 
economic progress. of the United 
States, at the Ninth Annual Conven 
tion of the Association of Life Insur- 
ance Presidents, to be held at the Hotel 
Astor, New York. on Thursday and Fri 
day, December ninth and tenth De 
velopment of city communities, of farm- 
ing activities, and of railroad facilities, 


and the important part which life in- 
surance investments play in all three, 
are among the subjects which will be 


considered under the broad heading of 


“Policy Reserve Investments in Rela 
tion to Economic Progress.’ 
List of the Speakers 

The addresses which will be present 
ed include the follows 

“Relation of Life Insurance Invest 
ments to City Development and Vari 
ous Problems Connected Therewith 
William F. Dix, secretary, Mutual Life 
of New York. 

“Relation of the Railroad and Its S: 
curities to Land Values’—Fairfax Hat 
rison, president, Southern Railway Co 
Washington, D. C. 

“Relation of the Automobile and 
Tractor to Farm Mortgage Values 
Norval A. Hawkins, manager of sales 
Ford Motor Co., Detroit, Mich 

“Relation of the State to the Invest 
ment of Insurance Funds’ surton 
Mansfield, president, National Conven 
tion of Insurance Commissioners 
and Insurance Commissioner for 


Connecticut 


“Stocking the Farm Wtih Brains” 
James W Wadsworth, Jr United 
States Senator from New York 


Representative of the Government 

“Recent Developments in the 
ment of Agriculture” —Car] 
assistant secretary of 
Washington, D. C 

“Getting Closer to the Mar 
Charles G. Taylor, Jr 
and actuary, Atlantic 

“Erect of Soil 
Knrichment on Loan Values ot 

Dr. Cyril G. Hopkins, | 
Illinois, Champaign, [1 

L. M. Hawkins is the 
expert, whi ranks wit! 
Chalmers in his knowledge of ho te 
handle men 


Depart 
Vrooman 
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ORGANIZE IN ALBANY 
Medical Examiners of East Central 
New York Agency of Fidelity 
Mutual Life 


Albany, Novy 15 Examining 
cians connected with the East entral 
New York Agency of the Fidel Mu 
tual Life, have formed an asso ol 
which was addressed on Nove ) ! 
by President Talbot Dr. T Fre c 
Doescher, of Albany, ~ permanent 
chairman of the examiners’ association 
Piesident Talbot spoke later at the 
Charles R. Tripp Agency mee Paul 
\lexander and Frank J. Syke also 
made addresses District managers 
were present from Utica, Gloversville, 
Amsterdam, Schenectady, Troy. Hud 
son, Rutland, Glens Falls and Vor 
heesville 

Owing to the increasing size of the 
agency force, Mr. Tripp has secured 
larger offices in the Dolan building 


here. 

W. A. Bright, general agent for the 
Bankers Life of Des Moines, in Okla- 
homa, with headquarters at 
City, died recently. 

The State Life of Indianapolis has 
established a general agency in Los 
Angeles, with Paul G. Hausman, form 
erly of San Francisco, in charge 


INNOVATION BY GERMANIA 


Company Institutes “Insurance Money 
Investment Service’—To Conserve 
Proceeds of Policies 





Life Insurance Co. 


The Germania 
this week announced the inauguration 
of “An Insurance Money Investment 
Service The object of this service 
is to conserve the proceeds of life in- 
surance policies The service is ex- 
plained by President Hubert Cillis in 
a letter to policyholders, in part as 
follows 
‘The service has grown out of the 
fact that a goodly part of the proceeds 
f life insurance not applied to the 
purpose for which it was intended by 
the policyholder, namely: the unfailing 
support of those dependent upon him 
In many instances the insurance 
money unwisely invested by the 
beneficiaries or needlessly spent. This 
due to the inexperience of benefi 
il sort ! ability to handle large 
ish fund 
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FOWLER HAS NOT RESIGNED 
President Wright of State Mutual Life 
of Worcester Advises The Eastern 
Underwri‘er 
\ rhe |} | a \ r 20es to 
press we are in receipt of the follow 
ig ‘ n | 1. Wrigh President 
rf l Sta Mutua Life Assurance 
Company of Worcester, Mass 
The Kaster Underwt (0 
Worcester Mass NOV 18 Mr 
Fowler has not resigned 
B. H. WRIGHT 
President 
rhere was a storys rinted in one of 
our contemporaries is veek to the 
effect that Mr. Fowler had resigned his 
position of superintendent of agencies 
of the State Mutual Life 
UNAUTHORIZED 
The statement in the Hartford 
“Courant” this week that the Travelers 
will increas dividends to stock 
holders and will issue a new batch of 
stock the first of the year was not 
made on the authority of the company 
H. F. Vandiver was appointed gen 
eral agent of the Missouri State Life 
on October 19. On October 23 the com 
pany received from him applications 
aggregating $117,000 including seven 
tens and one fifteen 
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MONTHLY INCOME DIALOGUE the safest business institution in the 
world. The Aetna Life has sixty-five eich 
years of experience and assets of $119, IF your present connection is satisfactory and profitable 
HOW TO SELL THIS POLICY 000,000 to back up your contract. ) P y Pp : 





Second Aetna Prize Essay Written By 
Louis O. De Ronge, of 
Hartford 
Time—The Present. 
Place—Office of Mr. Work, a busi- 
ness man. Mr. Work seated at 
desk. 

Enter Aetna Life ‘Agent. 
Agent. Good morning, Mr. Work. 
May I have about ten minutes of your 


time? 

Work. Why, yes; if you'll not take 
more. 

A. (Sitting down.) I have a business 
proposition which will interest you, I 
am sure. It is a security which hun- 
dreds have invested in and which has 


never failed. 

W. Sorry, but I can’t invest in any 
stocks at present. 

A. No, I’m not selling stocks or 
bonds. I represent one of the strong: 
est financial concerns in the country, 
the Aetna Life Insurance Company. 

W. O! Well, I carry some insurance 
already, so I guess you'll have to ex- 
cuse me. 

A. Of course you do, Mr. Work. 
Every business man of sound judgment 
carries life insurance. The point is, 
though, do you carry as much as you 
cught to carry and do you carry the 
right form? 

W. I carry $20,000 worth. 

A. (laughing) Pardon me if I seem 
impertinent, but I happen to know the 
size of your family and your manner 
of living. Now that $20,000 would 
yield, supposing it was safely invested, 
only $1,000 a year. Would that enable 
your wife and children to live one-fifth 
as well as they are living now? 

W. My dear sir, the insurance will 
not be all I will leave. There is my 
house and some valuable stock. 

A. In spite of all this, Mr. Work, you 
have not provided adequate protection. 


Your insurance will be left in a lump 
sum? 
W. Yes. 


A. Then neither that nor your stocks 


are sure. The stocks may turn out 
badly and the insurance may be un- 
wisely invested. I want to present to 


you our Monthly Income plan, the only 
perfect scheme of protection that has 
yet been devised. 

W. My stock is in manufacturing en- 
terprises I am connected with. Friends 


of mine are managing them and can 
take care of my interests. 
A. Mr. Work, it is all right and 


proper to trust one’s friends. No doubt 
they have your best interests at heart, 
but the worst may happen at any time. 
It is happening all around you, and 
you know it. Almost an day in the 
week you can read in the paper the 
story of inherited money lost through 
carelessness or ignorance. Mrs. Work 
may have good business knowledge, 
but aren’t the chances against it? Is 
it fair to suppose that she will know 
how to manage a large estate when up 
until your death she never bothered 
with business matters at all? How is 
she to invest that $20,000 wisely? 

W. She will have the advice of my 
friends and business associates. 

A. They are not infallible. 

W. The chances that they will lose 
my money are very slight. 

A. There you are! You admit that 
there are chances. You probably read 
in the papers recently about the Pitts 
burgh man who left his wife $300,000 


in life insurance and equities in sev- 
eral manufacturing enterprises. She 
invested the $300,000 in those enter- 


prises and in less than a year lost her 
whole fortune. As |! said before, things 
like that are common. My proposition 
contains no uncertainties, no chances. 
Once each month, for as long as your 
wife shall live, she will receive a check 
from the company. In case of her 
death the checks will be continued for 
a fixed number of years named by you 
so that the children will not be de- 
pendent. ‘As you know, an old line, 


legal reserve life insurance company is 


W. But the cost is pretty high, isn’t 
it? 

A. It depends on what plan you 
choose, but I should say that in the 


ease of the ordinary life form the cost 
would be about 3 per cent. of the total 
insurance. By economizing a little 
here and there you could assure your 
wife and children adequate protection 
without missing the money. As far as 
finances are concerned it will be al- 
most as if you were living and giving 
her a regular allowance. She will 
know what to count on. She will know 
that she can get no more, and she will 
be sure that she will receive no less. 
If your investments are good, all very 
well; if not, still all very well provid- 
ing you have left her the monthly in- 
come. 





W. But in case of debt creditors 
couldn’t—? 
A. No. Our monthly income could 


be written so as to be non-assignable 
or forfeited if you have paid all pre- 
miums until your death. It is protec. 
tion absolute—the last word in safety. 
It not only protects the beneficiary 
against other people and against every 
emergency, but against herself in case 
she needs such protection. All she can 
do is receive the money from us evéry 
month as long as she lives. 

W. Hm-m. It does sound petty 
good. Let me see the application. F 

(Business of selecting contract and 
signing application follows.) 


Charles F. Coffin, Vice-President of 
State Life, Discusses Importance 
of Perspective 


Charles F. Coffin, vice-president of 
the State Life, in the State Life Bulle- 
tin, just issued, makes the following in- 
teresting comments to agents: 

“It is doubtless true that the last 
quarter of a year is really no more im- 
portant than any other; but, whether 
so or not, the great majority of life in- 
surance men, especially of field men, 
wait till the last two or three months 
of a given year before they put forth 
what Edward Everett Hale so aptly 
called their ‘best licks.’ Now and then, 
to be sure, a man puts the same value 
on January that he does on December, 
but such men are so rare thaf they 
may almost be disregarded in planning 
field work—more’s the pity! 

“Not infrequently the surest cure of 
depression and the most stimulating 
tonic for renewed courage is to retire 
for a while a little distance from one’s 
immediate problems and get an accu- 
rate perspective of past progress and 
improvements. One cannot see the 
grass grow nor the flowers bloom, but 
by comparing the present condition of 
either grass or flower with what it was 


a month or two months ago, it can 
readily be seen that growth has oc- 
curred and bloom has developed. So 


by scrutiny of one day’s work it may 
be impossible to detect signs of pro- 
gress or achievement, but any active 
and intelligently industrious man needs 
but a single glance at where he was 
January 1, 1915, and where he was No- 
vember 1 to be reassured that he has 
made substantial advance and that a 
continuation of his activity is but his 
sine qua non of victory. Just so, as 
we are all engaged in a continuous en- 
terprise of building a great institution, 
ii may not be unwise now and then to 


take a brief glance at the road we 
have traveled during the year, that 
thereby we may renew our vigor, our 
confidence and our strength for the 
strenuous work of the few remaining 
days.” 


CAN INCREASE ASSESSMENTS 

In Chicago this week Judge Windes 
in the Circuit Court refused to enjoin 
The Woodmen of the World from in- 
creasing assessment rates. 





stick to it. IF NOT, then contract with a WESTERN 
MUTUAL old line life company for territory in the GREAT 
and PROSPEROUS WEST. 


A few DESIRABLE OPENINGS just now, with liberal 
brokerage and renewal contracts for DESIRABLE men. 


Northwestern National Life Insurance Company 
MINNEAPOLIS 








Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 














Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write to 


The Fidelity Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President PHILADELPHIA, PA. 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








Work And Win With Us 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 








JOHN G. HOYT 
Vice-President 


E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


Perfect Protection Policy 
RELIANCE. LIFE 


gives you something absolutely new 
and different to talk to your pros- 


pects. Gives you a chance to earn 
more money than you are now 
making. 





Our Life Insurance Contracts con- 
tain the most up to date clauses 
known to the Insurance World. 
The Accident and Health gives full 
protection for at least a third less 
cost than regular casualty com- 
panies. Our agency contracts are 
as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company 
of Pittsburgh 
FARMERS BANE BUILDING 
PITTSBURGH, PENNSYLVANIA 





Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 
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SAYS GENERAL AGENTS 
NEED SUPERVISION 


NOT CLOSELY WATCHED, 
DECLARES FRANK E. JONES 








Contribution of Vice-President of Chi- 
cago Fieldmen’s Club To Part- 
Time Controversy 
The Eastern Underwriter has_re- 
ceived an interesting communication in 
the discussion regarding part-time 
agents from Frank E. Jones, vice-presi- 
dent of the Lite Insurance Fieldmen’s 
Club of Chicago and a special agent of 
the New England Mutual Life in Chi- 
cago. Mr. Jones has some definite 
views regarding general agents, which 
will attract attention. His letter to 
The Eastern Underwriter reads as fol- 
lows: , 
Chicago, Nov. 15, 1915. 
Editor The Eastern Underwriter: 
All will not agree as to the dividing 
line between the legitimate agent and 
the one who is not legitimate; but all 
who are familiar with the situation will 
agree that many people get commis- 
sions who are not legitimately entitled 
to them. There is no excuse whatever 
for this except weakness of the agents. 
tie general agents and the companies. 
This group is composed of bookkeep- 
ers, private secretaries, brothers-in- 
law and other relatives, employers and 
employes of the applicants. These peo- 
ple get commissions for slight services, 


often simply as covers for rebates. 
They demand commissions and if they 
cannot get them from one company 
they can from another; a_ situation 
which seems te torce even the reluc- 
tant offices into paying them. We 


might add to this group also, fire in- 


surance agents, accident insurance 
agents, casualty agents, real estate 
agents, etc., who occasionally get an 


‘ 


application for “any old company,’ gen- 
erally for the one whose legitimate 
agent has done good work. These are 
not life insurance agents in any real 
sense. They are not really part-time 
agents in the strict use of the name. 
They are simply “commission grab- 
bers” who prey on the efforts of the le- 
gitimate and creative agent. 
Waste of Money 
Why should life insurance policyhold- 
ers or companies waste money spent 
to create and get new business by al- 
lowing this hoard of “commission 
grabbers” to get a large part of it with- 
out earning it? 
This is a situation, responsibility for 


which must be borne jointly by the 
home offices, the general agents or 
managers, and the sub-agents. The 


largest part perhaps is up to the home 
offices. They are the generals or com- 
manders, but they seem to be disposed 
to shrink behind the general agents 
and say it is up to them. In a battle 
the general is responsible for success 
or failure, not the captains under him 
not the privates; and the general ac- 
cepts this responsibility. Our generals, 
the companies, should accept it. 
General Agents Not Watched Closely 
Enough By Companies 

This is an age of supervision. We 
are finding that regulation and super- 
vision are necessary if the best and 
just results are to be obtained. The 
supervision exercised by most compan- 
ies over their agencies is woefully in- 
adequate. The home offices do not 
take their responsibilities seriously 
enough. They locate a general agent 
in a given territory and then let him 
work out his own salvation, in his own 
way. They do not interfere or critic:ze 
his methods unless he fails to turn in 
a reasonable amount of new business. 
The whole question is: How much 
business does he get? Very little at- 
tention is paid to such other important 
questions as: 

How does he get it? 

Is he building up an agency of good 
agents for the future good of his com- 
pany, his agents and hirnself; or is he 
considering only the early returns to 
himself? 

Is he treating his agents wisely and 


fairly and helpfully; ag_is he allowing 
them to occupy expensive and valuable 
space with almost a certainty that 
nearly all of them ultimately will be 
forced to drop out of the business, con- 
sidering themselves failures and carry- 
ing with them a wrong and unjust opin- 
ion of the business; which they trans- 
mit to their friends and to the public; 
thus intensifying the prejudices so 
common against our business, its 
agents and its methods. 

Are his agents competent and of 
proper character; or are they “commis- 
sion grabbers” of low or mediocre char- 
acter who are helping along these same 
prejudices? 

Is he protecting his agents justly, or 
is he paying commissions to anybody 
w.thout discrimination? 

Is he paying more to so called inde 
pendents, actuaries or other outsiders 
than to his own loyal agents? 

Is he rebating directly or indirectly, 
and thus tearing down the business 
and its reputation? 

The general.agents who are looking 
after their individual interests and who 
are under pressure from the home of- 
fices for volume will not correct the 
abuses alone, although it is to their in- 
terest as well as to the interest of 
everybody else to have them correct- 
ed. The companies must lead. 


Agency Protection Will Elevate Busi- 
ness 

Conservation lies in this direction. 
If the agents are protected it will be 
easier to get high-class men into the 
business; the loose point of view of the 
public will change rapidly; our busi- 
ness soon will take a much higher 
place in public opinion. Supervision 
by the home offices will compel proper 
training and qualifications. 

Under these conditions a much larg- 
er percentage of the new men will suc- 
ceed, and their effect upon the public 
will be good instead of questionable. 
They will not become discouraged by 
having cases stolen from them and by 
the realization that they have no pro- 
tection. They will not be neglected by 
their company and _ general agent. 
Money spent for desk room and sup- 
plies consequently will be spent to bet- 
ter advantage. For the same cost the 
companies will get more business; bet- 
ter business, properly written; better 
agents and better organizations for the 
future; and on top of all, the respect 
of the public. The idea that a so called 
independent, actuary, expert, etc., the 
quacks of life insurance, can give bet- 
ter service than can a frank, honest 
agent of a good company will disap- 
pear. The most objectionable of these 
people, at least, also will disappear; 
and with them will disappear much of 
the twisting. At the present time so 
many in the business do not know their 
business that the words ‘rixpert,” “Ac- 
tuary,” “Independent,” “Contract Ana- 
lyst” sound good to the public. 

Instead of defending and protecting 
their agents many companies are fos- 
tering these so called “Experts,” etc., 
by allowing their general agents to 
give them contracts more favorable 
than they give their own loyal agents. 
Time Coming When Part-Time Man 

Will Not Be Needed 

The question about the legitimate 
part-time man will work itself out 
later. The part time man who is in 
training for a reasonable period by 
some one company is not very objec- 
tionable, if objectionable at all, to the 
full time man; but the “rake off” man 
who announces that he writes life in- 
surance (on the side) for “any old 
company” must go. 

After these glaring evils are correct- 
ed we may find that even the legit!- 
mate part-time man, so called, will not 
be needed: in building agencies, espe- 
cially in the large cities. 

FRANK E. JONES. 





Calvin B. Knight is a recent addition 
to the general agency force of Wm. 
Bacon for the Bankers Life of Des 
Moines at Dallas, Texas. He formerly 
represented the American National of 
Galveston. 





THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








CALL ON COMPTON 





By the 





The Service Route to Success 


Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE COM 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 











CALL ON COMPTON 


NOLdNOD NO TIVO 


CALL ON COMPTON 








WHAT IS OPPORTUNITY? 


As a rule something you create 
yourself, but working conditions 
helpa great deal. That ts where we 
can help—if you can deliver. One 
or two openings of importance now 
—but only for the right men. You 
may be the man. It’s your move. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


W. C. BALDWIN, President 
HOWARD S. SUTPHEN, Director of Agencies 











TO RESUME CONSULTING WORK 

Frederic S. Withington, secretary 
and actuary of Western States Life, of 
San Francisco, will resume practice as 
general consulting actuary on January 
1. He will probably make his head- 
quarters in Des Moines, Iowa, where 
he established a numerous clientage 
prior to his official connection with 
Western States Life. 

Mr. Withington was for many years 
connected with the Actuarial Depart- 
ment of the Mutual Life, of New York, 
and then became actuary of the lowa 
Insurance Department, subsequently 
consulting actuary for numerous com- 
panies and insurance departments in 
the Western, Middle-Western and 
Southern States and finally for over 
five years an executive of a successful 
company. 





C. H. Rosenbaum, a leading producer 
of the Bankers Life of Des Moines, in 
the Chicago field has been ill with dou- 
ble pneumonia at his home in Des 
Moines. 


Equitable Life of lowa 


LARGE 
ANNUAI 
DIVIDENDS 


FULL LINE 


Our Slogan 
$100,000,000.00 IN FORCE BY 


DECEMBER 31, 1915 


GOOD OPENINGS 
for 
BIG AGENCIES 


Address 
J. C. CUMMINGS, President 
DES MOINES, - - IOWA 








You Wish To Be Paid Well 








for your efforts. Producers receive 

liberal compensation under the 

Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 

Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and abili 


For particulars address 
THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 
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WHAT AGENTS SHOULD KNOW 


CLEVELAND MAN’S TERSE VIEWS 





Real Preparation Half the Fight in 
Getting Business—Reserves, Invest- 
ments, Provisions, History 
The equipment of many insurance 
agents consists of a fountain pen, a 
rate book, an apfPlication blank and 
sometimes a sample policy. He is now 


ready to conquer ‘the world (consisting 
mostly of his frfénds). Too often he 
finds that this equipment is insufficient. 
blow should he be equipped? 
Fhe question 

Wulf, of the 
Lite, at a dinner of 
eral agency of that 

Reserves 
is that 


then 
was answered by J. W 
Massachusetts Mutual 
the Cleveland gen 
Company. 
Mr. Wult’s idea THE AGENT 
SHOULD KNOW 
Hoay a reserve this company 
las 
Why a reserve is 
What the re 
Life, Twenty Payment 
tv Year Endowment 
What 
the net jas 
He 
an Ordinary 
and where to 
How 
real 
Is it an advan 


much of 


carried 
on an Ordinary 
Life, and Twen 


serve 15 


value exceeds 
above policies 


year the cash 
ment 
value of 
paid-up, 


cash 
hen it is 


should 


have in bonds, 


much money we 
estate, and stock 
disadvantage 
practically all 
In competition 


age or 
fot a company to have 

r tat ) tr nts? 
eal estate Investments. 


) 





ow will he defend our position” 

What 1 premium, and how is it 
divided 

He should know where dividends 
come fro e co any should fall 

ehind in ting new insurance in 
vear, hat effect would it have on 
é ay | 
a iends tf any 
Paid-Up Insurance 
Wl oes our fcompany eive auto 
cp u hie len no plan 
- i] d ot extended in 
suTance He uld kne vhich is 
yest and 

I ill ask ss led ere 
Did ou ¢€ i extender nsur- 
al Oa a 1 he understand it 

st t did yu otice that 

Way OOK € Vnel l said: 

eal hat 1 sa yut I don’t un 
erstand what you meat! 

He should know Vv thie company 
can give paid-u cash surrender, and 
extended insurance ot merely accept 
ul general agent's atement or be 
cause eit is i lye ook When he 
knows that he 0 e& Cal it twice 

~ ich ir gu and 
lan 

He should i en 
low! 1 con 
petit I iting 

Wha «| ee 

Io I 1) elp 
1 ) 
as 
i t ‘ 
1 1 di 
ft ) 
rt P; 

! ) 

Ord \\ t 1 ‘ a 

How to Proceed in Case of Death 

In cas I the sured oO 

i tne y ) 

mg do 

pay, Ciaill v ) 

ends y pape 
yeloré t do ‘ er mon ? 

the policy taker 1 hen death 
mapers are maa it oO en f 
delivered? 

He should know why the company 





Representing 





The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America 
mean certain success for you. 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STRERT, NEW YORK, N.Y. 


9” 








deducts the balance of the year’s pre- 
mium if a man dies in the second 
month of the anniversary «* the policy 


year and he is paying semi-annually 
or quarterly. 

He should know why quarterly ana 
semi-annual premiums come higher 
than annual. 

He should know our death and ex- 
pense ratio each year. In fact, every 
one should acquaint themselves with 


each annual statement as it comes out. 
Acquaintance is not sufficient, how- 
ever; it should develop into real 
friendship so you can call the different 
terms by their front names. 

He should not be taught to sell life 
insurance on annual statements alone. 
There is no life in figures—never was, 
never will be. Teach him to sell in- 
surance on the broad plane of human- 
itvy—there is where you get life and 
feeling. Insurance sold on that plea 

more likely to stick than if sold upon 
other. 

A complete knowledge 
going thoughts instills into 
the absolute confidence that the com- 
pany is right, the principle is right, 
the price is right, and he is right—how 
can you keep his enthusiasm down? 


any 
of the fore- 
the agent 


History of the Company 
He should know the origin of our 
company. Should the question of com- 
pany organizations come up, and some 


person should make an_ erroneous 
statement relative to our company, he 
would be in a position to correct the 
error, 

When a man buys a dictionary he 
dees not intend to read it as he would 
any other book. A life insurance man 


should be an insurance dictionary, and 
present his knowledge that the pros- 


pect can leaf him (figuratively speak- 
1g) over for the information he de- 
sires, and when he finds what he wants 
find it so presented that he will under- 
tand it 

In vaudeville you have seen the 
ctor come on the stage, take off his 


coat, and try to hang the coat on the 
where there is no nail and it falls 
on the floor. An agent paints a word 


1 
all 


cture in glowing terms, but first he 
uust drive a nail in the _ prospect’s 
rain (namely, interest) to hang the 
icture on, otherwise it falls flat like 
e actor’s coat. 

The idea is to teach men to arrange 
eir arguments in an orderly manner. 
lhe agent should be so conversant with 
ery phase of the business that he 
can interview a school teacher and use 
at part of his knowledge which 
ould interest him, and the next hour 
uterview a building contractor and 
talk so that he will understand in 


bricks, mortar, steel and lumber. 
There is only one thing the agent 
ants both to do, and that is, to buy. 
\lways let the other fellow believe he 
ias bought something—he feels better. 


A SIDE-LIGHT ON MR. BUTLER 





Writer in Hartford “Courant” Calis 
Attention To Democracy of 
Travelers’ President 


The democracy of Louis F. Butler, 
the new president of the Travelers, is 
discussed by a writer in the Hartford 
“Courant.” who comments interesting- 
ly on the personal side of the new ex- 
ecutive as follows: 

“At the age of 19, he set out to make 
the company his, not something which 
belonged to him or of which he ever 
would be the executive head, but some- 
thing which should be his in furnishing 
him a life work. Work was what his 
nature demanded, and work he found 
in plenty. Under Mr. Batterson and 
still more under Mr. Dunham. the com- 
pany developed, department by depart- 
ment. There was no place for drones 
in the building on Prospect street, and. 
with all its facilities for more work 
largely planned by Mr. Butler himself. 

there was no place for drones in the 
new building on Main street. There 
were, within a few minutes walk varl- 
ous golf links and billiard tables and 
card tables, but Mr. Butler seemed ob- 
livious to the fact when there was 
work to be done. In moments of re- 
laxation, he could attest his prowess 
outside but the moments never were 
the result of longing or of truancy. He 
early acquired the habit of living in 
and being of the Travelers, and the 
mere mention of his name suggested 
chiefly the Travelers. 

“‘*But,’ as he said one day at the 
club, when spoken to about the variety 
of work he had had in the company 
and his experience in watching and pro- 
moting the developments. ‘I haven't 
done anything worthy of special note. 


He said it with unction and sincerity 
His viewpoint was that here a great 
institution had been built up. built up 


by the energy and sagacity of several 
men of whom he indeed was one, but 
the idea with him was that here he had 
found an opportunity to gratify his de- 
sire for work and the work had been 
of a kind he liked. He could be grate- 
ful for all this, he could think his lines 
had fallen in pleasant places but he 
could take no credit to himself. 
“Fortunately for other men he does 
not judge them that way. He meas- 
ures them carefully and he gives them 
full credit for every good piece of work 
done—yes, credit for the desire to do 
their stint well. So no one ever was 
afraid of Louis Butler, as clerk. as sec- 
retary, as vice-president. and everybody 
liked to come up to his high but kindly 
standard of genuine, homely merit. 
And a3 it was in the lower offices, so 
it will be in the highest office. Mr. 


Butler might have forty automobiles at 
his beck and call and yet be often seen 
in the crowd in the trolleys. 


PROSPERITY AFTER THE WAR 


SAYS COMPTROLLER 


Insurance Company’s Executives 
Return From Trip To Pacific 
Coast and Canada 


STABLER 





Life 


A number of executives of the Metro- 
politan Life have returned from a long 
trip during which many meetings with 
Metropolitan Life agents were held in 
Canada and on the Coast. The party 
was headed by Vice-President Haley 
Fiske, and included Fourth 
dent Frank O. Ayres; Comptroller Wal 
ter Stabler; Medical Director Knight; 
General Solicitor William J. Tully; 
and J. E. Kavanagh, Superintendent of 
Agencies for the Great Northern terri 
tory. Among other places visited were 
Toronto, Hamilton. Winnipeg, Calgary, 
Vancouver, Portland, Seattle, San 
Francisco and Los Angeles. 

In his addresses Vice-President Fiske 
discussed the great work the company 


Vice-Presi 


is doing in welfare work as well as 
along insurance lines. 

Inside Values Holding Their Own 

Comptroller Stabler was asked by 
The Eastern Underwriter this week to 
give some impressions which he gath 
ered on the trip. He said: 

“We found that real estate values 
on inside properties are being fairly 
well maintained. In some parts of 


Canada there have been recessions in 
rentals and in value, but it is astonish- 
ing how slight these are in view of 
conditions. The wonderful crops of 
Manitoba, Alberta and Saskatchewan 
agricultural provinces have given the 
people the greatest encouragement. In 
the American coast towns inside values 
are holding their own. I found that 
the cities I visited have all the office 
buildings that they need. Further de- 
velopment of business buildings of any 
kind is not necessary at this time. 
Duplicating Eastern [Experience 


“On the Coast there is some let 
down because of the Whra the same 
situation that the East went through, 


but which was overcome by the impe- 
tus given to industry by the war or- 
ders. The West will recover just as 
the East did. 

“I look for great business propserity 
following the settlement of the war. 
As s00n as a peace agreement is signed 
men now fighting will return to work. 
The wheels of industry will spin 
never before, and there will be imme 
diately generated a feeling of confidence 
that must cause the most widespread 
mprovement.” 


as 


MANUFACTURES SUPERINTEND.- 
ENTS 


Logansport, Ind., Nov 13.—H. C. 
Ifavis, superintendent of the Logans- 
pert District of the Conservative Life, 
Scuth Bend, joined that Company on 
\pril 5 this year. He took charge of 
the debit without a single agent (the 
last agent being gone two weeks). The 
debit consisted of $93.53 and on Octo 
ber 20, seven months later, the debit 
umounted to $201.62, with 14 per cent 
oi arrears. 

W. H. Grimes, of Peru, which was 
in the Logansport distfict until October 
20, was put to work agent in Peru 
May 1, and has won promotion 
the superintendency of the Peru 
trict. Mr. Grimes assumed his new 
ties October 20. 

W. B. Lindsay took an agency in 
logansport under Superintendent Davis 


as 

to 
dis 

du- 


on 


August 1, and he will also be promot 
ec to a superintendency before Christ 
nias. 

Everett Jones was given a rate book 
by Mr. Davis on September 1, and he 
has made a fine record since his ad 
venture, Frank Rose and W. E. Cook 
are also making a success 


Logansport is a live town. The Peru 
and Vandalia shops running full time 
now, give employment to hundreds. 
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WHAT FORM OF SAVINGS IS MOST POPULAR IN EACH, STATE? First Mutual 


An Unusually Interesting Table Prepared by ¢ by the Mutual Benefit Life Insurance Company 
—Savings Banks and Check Accounts Compared to Life Insurance New England 





Chartered in America 











. 
The Mutual Benefit has prepared a newspaper men, statisticians and social for a that pyar al- Mutual Life 
; i workers. ways looked upon as a great life insur- 

a ae sora —— se , ance field, shows savings deposits Ins Co 
head of “Distribution of Savings, To life insurance men the tables are largely in excess of life insurance in urance . 
which is printed herewith. The figures of especial interest because they show ore As a matter of fact this is char- BOSTON, MASSACHUSETTS 
are so uniquely arranged and of such what forms of savings are proving acteristic of all the New England Sciubtiedel 
importance that the company has dis- most popular in their States and where States, not excepting Connecticut, the Oo . full 3 LR 
tributed the table among bankers, edu- the liquid capital is. The Mutual Bene- home of several of the great life insur perates aa a Ma = mong bs e- 
cators, heads of industrial corporations, fit table points out the surprising fact, ance companies. serve under ssachusetts w, 


and offers the best possible se- 
curity, with a safe, equitable con- 













































Life Building Savings Time tract. 
Life Insurance and Deposits Certis. Ba Check 
Insurance Premiums _— (Banks (Banks . Savings A nts FINANCIAL STATEMENT 
In Force 1gi4 ssets etc.) etc.) Aggregates - 
ee ee ere . $118,744,028 $4,185,717 $5,205,301 $128,657,960 $796,879 $61,541,307 Assets, Dec. 31, 
New Hampshire i 65,885,010 2,384,15¢ 2,390,899 100-7 $5039 i7a,4ao Pe Sevcewwees $70,163,011.03 
Vermont ves See 68,498,021 2,390,345 , $80,190 309,331 51294 sab site: 
ene See —— Sanean Pre 97 ae Liabilities ........ 65,159,426.58 
Rhode Island 106,663, 319 251447 4,522,350 138,787.79 79,196 15, 3 72,718,502 a 
Connecticut 7,830,268 34241,853 320,363» 1027 95,378 3,944,554 , 1045379,931 Surplus beeeeoewes $5,003,584.45 
New England States $45,711,482 $97,248,996 $1 meno ene $38,530,269 $1,760,677,996 $852,369, ors on 
N York 4 $86,892,257 304,249,990 31,892, 324,837 142,034, $1 57 E 
New rol eae - 3,05 249,854,048 5,4 ALFRED D. FOSTER, President 
Pennsylvania 51,211,331 402,182,874 w ; 774380 7 Be ttn Vice-President 
Delaware 1,081,635 14,002,435 0,087 487,08 ° Tw davis’ 
Maryland ‘ 7,878, 8 123,709,797 493539722 4,047,548 1,066,221 AM F AVIS, Asst. Secretary 
District of Columbia 3,047,974 814034107 2,494,604! 641,202 . 551579 t FRANK T. PARTRIDGE, Asst. Secretary 
. Pn ncaie MORRIS P. CAPEN, Asst. Secretary 
Eastern States .. $4,763,768,701 $164,731, 632 $252,847,978 $243,567,373 $3,246,893,409 Vs raat 
\ irginia 3 “ $246, 337.407 $7,965,867 91319915550 
West Virginia 137,808 4,130,872 EDWARD W. ALLEN, Manager 
North Carolin 0,349,317 sen ‘ 
aie goatee 2% Rip cetera 220 Broadway, New York 
are 0,765,086 j= —— seccecccee 
Ceo 10,765,086 soe 2 LATHROP E. BALDWIN, Manager 
\labama 6,977 4193 141 Broadway, New York 
Mississippi 9+443,904 y 
sursiana 3930, 
lexas 
Arkansas 
Kentucky 4 
Pennessce pis 238,159, 62 dei 
Southern States $2,647,291,343 $83,070,546 www eee = ss *pesanr $422,286,990 $1,098,904,968 é6 ° 99 
Ohio So 312,88 $224,037 997 7 25547 539, $413,750,72 
Indiat 2 8Gn “ob. 5.39873,749 60,616,816 24 52405397 9150394, H m L f 
Illinois 4 as $2,007,501 314,441,209 045,432, e 0 e ] e 
Michiga 1 — ped 18,375,074 
Wiscons 274+ 10,450,499 49,556,953 2 
Miagesetn 11,146,822 O.367/B3 50,371,827 The fifty-fifth annual state- 
owa 668 , 20¢ 597 15,014 110,375425 
—. . lunes on 15,668,919 62,083, “ ment of the Home Life Insur- 
é scqmeatennate ance Company, of which 
Middle Western $154.233406 $42,121,623 $1,166,775,587 $2,176,561,520 = _ 4 y 4 
Nort! Dakota .730,427 : $2,698,235 4y.100,048 eorge L. e is President, pre- 
South Dakota 90,203,401 § 2487-4046 = —§ sreecccces 020,303 
ae 3. 746ja6 5,971,599 sents a record of substantial 
Kansas 10,708,538 5,862,310 benefits to its policy-holders 
Montana 1,111,055 4,048,390 Spefounes 35945,422 duri h 4 lid 
Wyoming ..-....-ee2-+ 22549527 75OMAIT tt tee ° "Sasa 770,43 uring the year an a soli 
Colorado eccccccvccceess 37509075080 jj $S$9701650 j(&(=§ = seeseccece 3139.53 6,305,509 - . 
New. Mexico 15195741 584,799 469,1 082,65 sarenaling capunansie peng 
Oklahoma 1,069,372 34306, 565 4,900,888 348,72 Assets increased to $30,- 
Western States ......... $1,085,469,913 $32,707,902. wee encase $47,991,010 $245,926.89 $55,249,440 $349, 167,349 $526,491,931 631,248.70 after paying to 
Washington 30,204,705 37 +999,230 15,097,070 PO 55 $ 248 5 : . 3 
a one 12,702,900 . policy holders $3,110,507 in- 
California 449,221,639 18,177,209 cluding dividends of 
eS ere 1,330,223 $3797 0 9532549 5.4045 764 
Utah 22,003,925 $,500,490 518 424 27,970,054 
Nevada 3,649,882 6,491,490 841,204 1047 82. $57 1 ,024 
\rizona ’ yl * 4943671 3,179,009 705,2 21,380,72 
lash ‘ ‘ eon sbwenvanes 140,220,07 324,1 244,091 71,523 z15, - 
\laska.. 4 ‘ as one 5 eee : The insurance in force was 
Pacific States Ls... $1,060,519,896 $35,891,937 seeneeees $5334874,674 _ $63,090,152 $24,776,969 $621,741,795 $657,710,174 increased by $4,573,420 and 
Totals ; $15,729,781,432 $516,346,505 $1,2¢8,4/9,139 $6,391,782,q8 $1,372,399,735 $81 3,147,316 $8,577,329,059 $9,404,288,037 is now 
$120,893,433 
LAPSES GROW IN JAPAN valued in United States currency at The Puritan Life of Providence, R. | 


ees $-,061,624, while policies nullified to- is issuing a twenty-payment policy, be 
Also, Much Scrambling for New Busi- ‘#lled $1,472,586. The total value of coming an endowment at age 65 
ania Insurance, policies outstanding at the end of the GEORGE W. MURRAY, Supt. of Agts 


$573,325,488 month was $573,325,488. Ss. SAMUEL WOLFSON 256 Broadway, New York, N. ¥. 
abies “Comparison of the total amount of Sete 
United States Consul General George new policies issued in April with those . District Manager 
H. Skidmore of Yokohama, Japan, re- for the corresponding time in the two Equitable Life Assurance Society 
ports to the Department of Commerce preceding years shows how much the 43 Bi . 
that the business of life insurance has puysiness has fallen back lately. The ible House New York City 
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not reached a satisfactory basis in amounts (converted to United States AGENTS WANTED 
Japan. His report reads in part: currency) are: 1913, $10,792,474; 1914, Unexcelled In 
“The Japanese Press states that, $11,584,172; 1915, $8,061,688. Favorable Mortalit 
with a view to furthering the progress “Policies nullified show a steady in- ; y 
of life insurance lines in this country, crease, as is seen in this statement GOOD PLACES AND 
the Department of Agriculture and for April in three succeeding years, For STRONG WORKERS Economy of Management 
Commerce has secured appropriations the proportion of these to the new 
for inspectors whose duty it is to elim- policies issued also increasing by Always ready to negotiate with energetic The 
inate evils arising from the scramble leaps and bounds; 1913, $3,412,722; men capable of preducing paid-for Insur- e e 
for new business, and to prevent the 1914, $4,701,106; 1915, $6,178,335. Their ance in satisfactory volume. Provident Life 
growth of semi-insurance offices with proportion to the gain in new policies Much unoccupied and desirable territory. 
questionable practices. Nevertheless, was: 1913, 31.1 per cent.; 1914, 40.5 . 7 T C 
the business is not advancing, the per cent.; 1915, 76.6 per cent. In con- Union Mutual Life Insurance Co. and rust ompany 
most noticeable feature being the fail- sequence there is an increasing rate PORTLAND, MAINE OF PHILADELPHIA 
ure of the upper middle classes to ful- o: decline in the net gain reported in ARTHUR L. BATES, President 


fil their contracts to the end, and the value of outstanding policies for suc- 





é , , & Addiges: ALBERT E. AWDE, Rates of Premium Extremely Low and 
resulting nullification of policies. In ceeding years, figures for three years Superintendent of Agencies, still further reduced by 
April last, for example, new policies being: 1913, $7,034,997; 1914, $6,500,- 7 W. Madison St., Chicago, Ill. Aanunt Bécbdends 


issued by domestic companies were 593; 1915, $1,472,900." 
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Live Hints F or Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase 
Income and General Efficiency 
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A recent copy of 

Our Thanks “The Radiator,” pub- 

to lished by the Massa- 

“The Radiator” chusetts Mutual 
Life, contains so 

much of interest that The Eastern Un- 
derwriter devotes this department of 
the paper this week entirely to sug- 


gestions, hints, ideas, etc., contributed 
by representatives of that Company 
and published by “The Radiator.” 

- ” ™ 
A bank in Topeka, 
Kan., has issued an 
attractive leaflet 
showing the advan- 
tage of a systematic 
savings of one-tenth of one’s salary, de- 
positing such savings with them, to be 
improved at 3 per cent. annual interest. 

After reading the leaflet, H. O. 
Garvey, Massachusetts Mutual Life 
manager at Topeka was moved to make 
a comparison of the results to be ob- 
tained through such savings bank plan 
with the Massachusetts Mutual Life’s 
Thirty Year Endowment plan of insur- 
ance, dividends left with the Company 
to accumulate at interest, and he found 
the following satisfactory results: 

One dollar each for thirty years with 
3 per cent. compound annual interest 
in)provement makes at the end of such 
thirty years the sum of forty-nine dol- 
lars exactly. 

Let a man of age take a Thirty 
Year Endowment policy with this Com- 
pany, leave all dividends to be im- 
proved at interest (present dividend 
scale and present interest rate of im- 
provement), and at the end of the 
thirty-year period the amount of cash 
he will receive will be equal to $49.08 


Bank Savings 
Versus 
Life Savings 


20 


for each dollar of yearly premium, a 
net investment return, in addition to 
the insurance protection enjoyed, of 


more than cent. compound an- 
nual interest 

For the man aged twenty-five the re- 
sult would be $48.42 for each one dol- 
lar of yearly premium paid, for the 
man aged 30 the result will be $47.47 
for each dollar of yearly premium paid. 

“In few words, our Thirty Year En- 
dowment policy is a 3 per cent. c. a. i. 
investment of every dollar of premium, 


per 


plus the insurance protection,” says 
Mr. Garvey 
> . * 
T. R. Fell, manager 
Don’t Be of the Massachu- 


Discouraged By setts Mutual Life 
“Present Worth” in N. Y. City, was re- 
cently asked, wheth- 
cannot possibly carry 
$2,000 to $5,000 insur- 
discouraged when 
“Present Worth” ar- 
gument that he remains unmoved by 
any other life insurance argument. 
Here is Mr. Fell’s reply 

You hit the nail on the head by the 
inquiry you make about the advisabil- 
ity of showing the “Present Worth” to 
prospects who can only afford to take 
out small policies, like $2,000 to $5,- 
000. The “Present Worth” plan of so 
licitation is for the head of the busi 
or officer who draws a good sal- 
ary My advice to an agent who plans 
to work in any business is to go 
to the top, and come down as far as he 


man who 
than from 
becomes 


er the 
more 
ance 


confronted by the 


80 


ness, 


nouse 


can afford to work. Of course, an agent 
who feels he must earn a certain in 
come from commissions cannot afford 
to spend all of his time on people who 
can only take out $1,000 to $2,000 in- 
surance, even if he persuaded them 
that they should spend the money for it. 

Showing the “Present Worth” does 
not discourage any one, if the agent 
understands his business. If the agent 
reflects he will readily see that he 
cannot expect the world to reform at 
once as soon as he comes around. The 


“Present Worth” form of canvass is 


given to the agent as the best opening 
for an interview, to get a man to dou- 
ble his life insurance. Almost any 
man can afford to do this, if he will 
only do a little reforming or recasting 
o: his expenditures. The agent should 
open the interview in such a way that 
the prospective customer will not 
erect a barrier. Such a barrier is 
erected when the agent says to the 
prospective applicant, “I would like to 
interest you in a policy of life insur- 
ance,” and the man replies, “I am in- 
sured.” 

By showing “Present Worth,” the 
agent puts the prospective applicant in 
a frame of mind to increase his life 
insurance at once, and to keep increas- 
ing it from time to time until he has 
overcome the disparity between (a) the 
“Present Worth” and (b) the income 
that will cease at death and the life 
insurance that will be payable at death. 

The “Present Worth” may be shown 
to every business man who grants an 
interview, provided the life insurance 
agent is “strong in the faith.” He must 
have strength himself and he must 
firmly believe that by showing the 
‘Present Worth” he is rendering a 
service—that every business man should 
know the extent of the financial loss 
t: his wife, should he die. 

. * 


* 
Quick thinking recently 
Keeping rescued from an _ embar- 
One’s’ rassing position, James B. 
Head Flenniken, a _ Pittsburgh 
agent of the Massachusetts 
Mutual Life. The situation is described 


as follows by Mr. Flenniken: 

In looking over the marriage an- 
nouncements one day, I ran across 
the name, Moore. The thought 
struck me that he needed more 
(Moore) than a wife, so after get- 
ting his business address from the 
city directory, I went to see the 
“newlywed.” After sending in my 
ecard, which brought my man out, 
I explained the object of my call and 
was momentarily embarrassed by 
his reply that he had been married 
for four years and had two chil- 
dren. I had called on another man 
by the same name. I quickly re- 
covered, however, and told him I 
was not at all averse to selling him 
protection for those’ children, 
which I did to the extent of $2,- 
£00 Twenty Payment Life and 
later $1,500 more, Ordinary Life 
this time. This man has since be- 
come a “little willing worker” for 
me through giving me a number of 


prospects. Moral, don’t get cold 
feet when you get in wrong. 
. ” 

One of the Eastern gen- 
A Letter eral agencies of the 
That Gets Massachusetts Mutual 
Results Life, finds the following 

letter unusually effective: 


Dear Sir:—Do you ever have any of 
your product spoiled in the last stages 
of manufacture, thereby losing both 
manufacturing costs and raw material? 
I? we told you that we could positively 
prevent this waste, and also reduce the 
cost of production twenty-five per cent., 
would you give us time to prove it? 
We can do this very thing in our line 
of business. 

Life insurance is 
sum of money for 
one’s family, and when it is paid to 
them (the last stage of manufacture) 
it is often spent extravagantly or lost 
through ill advised and inexperienced 
investment Statistics show that 
ninety per cent. of the money paid in 
life insurance claims of $5,000 and 
over is either lost or spent inside of 
seven years. Under our method, pay- 


manufacturing a 
future delivery to 


ments to your beneficiary will begin at 
your 


death and will be made monthly 


for lifetime, or for any term of years 
you may select, at whatever monthly 
amount you may desire. This furnishes 
absolute and guaranteed month by 
month maintenance in an ideal way 
and eliminates all chance of loss in the 
“last process.” 

We can furnish you an income at 
about twenty-five per cent. less cost 
than would be required for an amount 
oi equal productiveness under the old 
plan. Will you give us five minutes to 
prove it to your satisfaction? 


Yours very truly, 
* . < 
“Many life _ insurance 


Don’t Be agents are waiting until 
Started By they get time, or for some 
a Miracle miracle to start them off, 
whereas, there is no magic 

method of beginning,” say McPheeters 
& Akin, Kentucky managers of the 
Massachusetts Mutual Life. “If a man 
standing on the edge of a swimming 
bath and wanting to jump into the cold 


water should ask you, ‘How do I begin 
to jump,’ you would merely reply, ‘Just 





jump—take hold of your nerves and 
jump.’” 
With a rate-book and application 


blanks at hand, beware of undertaking 
too much at the start. “Ardor in well- 
doing is a misleading and a treacher 
ous thing. It cries out loudly for em 
ployment; you can’t satisfy it at first; 
it wants more and more; it is eager to 
move mountains and divert the course 
oi rivers; it isn’t content until it 
perspires, and then, too often, when it 
feels the perspiration on its brow, it 
wearies all of a sudden and dies, and 
if, with due application, we begin with 
little successes and build up to bigger 
ones, avoid becoming a prig. Now, a 
prig is a pert fellow who gives himself 
airs of superior wisdom. A prig is a 
pompous fool who has gone out for a 
ceremonial walk without knowing he 
has lost an important part of his attire, 
namely: his sense of humor.” 
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‘Jesse R. Crark, President 








The three most important factors of any 
agent’s success or failure, apart from his own 
personality and industry, are—the character of 
the policy contract he offers,—the standing of 


the company behind the contract,—and the 


cost at which the policy can be secured. 


In the superlative degree a three-fold ad- 
vantage, arising from attractive policy CON- 
TRACT, strength of COMPANY and low net 
COST, is enjoyed by every Union Central agent. 


For particulars or further information, address— 


Attan Warers, Sup’t of Agents. 


Che Union Central Life Jus. Co. 


CONTRACT 
COMPANY 
and COST 






Cincinnati, Ohio 
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Prominent Laymen Discuss Insurance 


(Continued from page 2.) 


Equitable’s certificate, giving one year’s 
salary to their family in the event of 
death, far more than they would ap- 
preciate a certificate for stock in the 
Duquesne Light Co. That an investi- 
gation among those so insured _ indi- 
cated that few of the employes car- 
ried other insurance,—that all told, of- 
ficers and all, it would not average 
$500 per capita—and he chided the in- 
surance fraternity that this was a fact. 
saying they should be more alive tuo 
the situation and appreciate more the 
value of small policies among the wage 
earning classes. That a great field lies 
before them which is not being cultivat- 
ed to the productive point it should be. 

University Chancellor on Thrift 

Chancellor McCormick, of the Uni- 
versity of Pittsburgh, spoke at some 
length on the subject of thrift, as it 
relates to the lives of young men and 
women, opening his remarks with the 
statement that the first fundamental 
consideration in the plan of life is 
health—then education—then religion. 
Given these three requisites, early in 
the training of both men and women 
there should be inculcated a realiza- 
tion of the value of economics. Con- 
trasting the present day social extrava- 
gances with the social requirements of 
a generation ago, he said that with the 
young man in college circles to-day 
starting out in life he has simply to 
decide to stay on the outside, or to use 
up all the income he possesses if he 
is to stay in. That the cost of theatre 
tickets, flowers, taxis, foot ball games, 
etc., etc., were not very conductive to 
thrift. In both young men and young 
women there ought to be developed a 
definite plan of expenditure. They 
should be taught to spend, and to save 
properly. No man will give intelli- 
gently until he devises a plan for his 
benevolence; and he must save in the 
same way, to save intelligently. Work 
out a method, and live up to it. The 
clerk on $5 a week who plans to use 
that $5, and who plans beforehand, 
gets the most out of that $5, and he 
also gets the most out of himself, so 
that he will become worth $50. * * 
Following out*the plan of learning to 
Save, naturally comes the thought of 
investment—how to best use the 
money so saved—and the suggestion 
was offered that the young man should 
first invest in life insurance, as the best 
and safest means of conserving his 
savings; second, small bonds, and the 
recommendation given that a wise plan 
for anyone to follow would be to invest 
in these bonds—and then put them 
away, and forget about them—just so 
much reserved for later years, out of 
early earnings. 

Col. Church’s Address 

Col. Samuel Hardin Church, spoke of 
life insurance and conservation, and 
after a comparison of the Chinese Em- 
pire with the present European coun- 
tries, said that to-day China is the old- 
est organized government in exist 
ence; that they have maintained their 
existence mainly by minding their own 
business; that they have no standing 
army; no vast navy; that there are 
some points about the Chinese that 
other nations would do well to emulate 
—(1) they teach their subjects, their 
children, a respect for authority. (2) 
a reverence for the rights of others. 

Taking up the subject of life insur- 
ance, and the conservation of a _ por- 
tion of one’s means for that purpose, 
he said it was the duty of every man 
to make such provision for those de- 
pendent on him. One of tne most piti- 
able sights for any man was the 
woman in black, the woman who dur- 
ing the life of her husband and father 
bas had every care, perhaps even lux- 
vry provided for her,—but when his 
death came it has been found that no 
provision is there for the future, and 
she is forced, all unprepared as she is, 
to seek a living for herself and per- 
haps her children. He cited several 
cases that had come under his person- 


al observation. Then telling of a street 
waif who had come under his Observa- 
tion, a case which he had personally 
investigated, finding that the father 
had died but a few months previous-— 
and shortly before his death had cash- 
ed in a $5,000 insurance policy—that 
had it not been possible for the father 
to do this, the money would have cared 
for this child. He so felt that the bor- 
rowing privilege was such an easy way 
for a man to take away from his family 
that which he had started in to put by 
for them, that he had written to the 
New York Insurance Department ask- 
ing if something could not be done to 
prevent this, but found that there 
could not. Loans on policies, he gave 
it, were about the same as a bank 
cashier taking money out of the treas- 
ury intending to put it back to-morrow 
morning—but never doing it. He urged 
that all life insurance men—men who 
appreciated the value of insurance for 
the wife and children—do all in their 
power to discourage these loans—to 
lessen the number of door step waifs 
and the women in black. Speaking 
next of success, as it is commonly re- 
corded in dollars and cents, he said 
that about 3 per cent. of the men were 
so rated as_ successful—but success 
does not lie in the mere accumulat:on 
of wealth, but rather in the real serv- 
ice we can be in the world. That two 
of the wealthest men in America had 
both given it that the wealth which 
had come to them in recent years 
would be absolutely a burden to them 
if it were not for the privilege it gave 
them for human service. If these men 
were misers, they would be the most 
unsuccessful men that America has 
produced. Success is not 3 per cent. 
of the men who have a bank account. 
The street car conductor, the patrol 
man, who prosecutes his work honest 
ly, intelligently, takes decent care of 
his wife and children, is as successful 
as Andrew Carnegie or John D. Rocke- 
feller. Admiral Mahan was never 
successful in the 50 years he followed 
the sea. He had his real success in 
writing * * * Was not. successful 
while on his ship, but found his great 
est happiness in human service. Suc- 
cess.is daily work well done, and so 
done that we are self satisfied because 
it is honestly done. Every day is life, 
and the work of the day is the oppor- 
tunity to live. Work well done means 
success, 


LARGE MORTALITY SAVING 





Experience of Florida’s Life Company 
16 Per Cent. of Expected—$2,300,- 
000 Insurance in Force 





Surviving the large number of com 
panies organized in Florida is the Our 
Home Life Insurance Co., of Jackson- 
ville, which was organized five years 
ago. On the occasion of a recent visit 
to Jacksonville, a representative of 
The Eastern Underwriter, calling at 
the office of the Our Home Life found 
the officers of the Company in an opti- 
mistic frame of mind. Discussing the 
Company they advised that while new 
business is slightly off, owing to the 
general business conditions throughout 


the territory in which the Company 
operates, renewals are exceedingly 
gcod; lapses have been normal 

The Our Home Life writes only or 
dinary business, operating only in the 
State of Florida. It has business in 
force approximating $2,300,00Q The 


Company has an unusual experience in 
its; mortality, having only 16 per cent 
of the expected. 


The officers of the Company are 
Clifford R. Allen, president; J. A. Me 
Laurin, first vice-president; R. S. Hall, 
second vice-president; F. A. Johnson, 
third vice-president and secretary; G 
W. Rhodes, fourth vice-president; W. 
H. Milton, treasurer, and Henry E 


Palmer. medical director. 
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METROPOLITAN LIFE 


—aer _ ™~ 


| Insurance Company 


| 
(Incorporated by the State of New York) 


Of the People 
The Company By the People 
| For the People 


The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims Paid 
8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 

$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$161,826.87 
Assets. 





per day in Increase of 








METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 1014; 

Assets eaSeOuswesccecenscnens sees ‘ Saoues «ee» $11,138,324.57 

Liabilities.......... © 0s 2600 ceencees “ 70.6 
Capital and Surplus 

Insurance in Force. ..............+++ pia reaies 

Payments to Policyholders since Organization, 


Is Paying its Policyholders over ..........---- ; $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 
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DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 
LIVE ACCENTS 


as are offered by the Policy Contracts 


WILLIA M N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 







Ec INSURANCE COM 
OF BOSTON MASSACHUSETTS 








Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Masse. 
Inc. 1851 


New policies with modern provisions Attractive literature 
W.D. Wyman, President W.S. Weld, Supt. of Agencies 











THE UNITED STATES LIFE INSURANCE COMPANY 


1850 IN THE CITY OF NEW YORK 1914 
ISSUES GUARANTEED CONTRACTS 

Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s cam- 
mission, a renewal interest insuring an income for the future Address the Company at ite Home 
Office, 277 Broadway. New York City 
JOHN P. MUNN, M. D., President 
Pres. Tithe Guarantee and Trust Co 
EDWARD TOWNSEND, Pree. Importers and Traders Sat Bank 


{CLARENCE MH. KEBSEY, 
(WILLIAM H. PORTER, Banker 


FINANCE 
COMMITTER 








Life, 
He had been head of the real estate de 
partment 


the bond and mortgage 
He was the son of E. J 


associated with the 


Equitable 
this week 


Erastus Hamilton, of the 
sixty years old, died 
was long 


and more recently was with Society 


department. 
Hamilton, who 
Equitable 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 


lished every Friday by The Eastern 
Underwriter Company, a New York cor- 


and place of business 


office 


poration, 


105 William Street, New York City 
Clarence Axman, President; B. F 
Hadley, Vice-President; W. L. Hadley 


The address of the officers 


Secretary 





is the office of this newspaper. Tele- 
phone 2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post ¢ at New 
York, N. Y.; under the act of Congress 
of Varch 8, 1879 

AN ERA OF GOOD ELING 

Returning from l 00 miles 
travel, during w led asso 
ciation meetings State Se 
retary H. H. Putnar National 
Association of | surance 
Agents, makes th teresting predic 
tion that nd agent 
have ente 1 up threshold of at 
‘era of good Mr. Putnam 1s 
in a good position to juage t trend 
of the times because he is con 
sultation with many company execu 
tives and department heads as well as 
with hundreds of agents He has al 
ways been a keen observer, and quite 
often has successfully qualified as a 
prophet 

The sooner the era of good teeling 
arrives the bette There are so many 
outside problems to ss underwrit 
ers and their representatives that in 
ternal jealousies d i greed 
should be eliminate No one action 
of the fire insurance bus is had 
a monopoly on virtue and ( ro 
nounced evils hay been suspicion oO 
motives and misunderstanding In 
paper in the No ( A. Ludlum 
vice-president of the Hon touched up 

these identical problems His ad 

f Was tliat I lrant mer! id ypt a 
more sympatnet attiftud n trying ) 
inderstand t Of ourse 
here will always ( 
) ) it ) id 
aditio ) } ) t 

rat! 0 no 
agents should 
whole, or tha 
panies Oui ¢ t a 
body 

The 

ed 

erstoc 

ew ra 

am 4 

N ASSI I OF POLICY 

itd 

I roup 
prominent f ippeal 
fore gathering 
and present p ! 
insurance, but it it ippened 
in Pittsburgh recent e addres 
of the layme ‘ Zz p ted e] 
where in this pape ‘ erchant 
fers a strong brief 7 rporation ir 
surance, the | I ) t importance 
having been brought home to him by 


A pub 
for 


the death of a young partner. 


official makes a_ plea 
A publicist discusses 


loans, in- 


lic utility 
group insurance 
the undesirability of policy 
vestigation of the situation 
stirred him that 
the New York 
to find if something could not be done 


having so 
wrote a letter to 


Department 


he 
Insurance 


to stop the practice. 

Several speakers discussed  sales- 
manship These outside viewpoints 
are of value, further they give a rec- 
ognition to life insurance that is en- 
couraging, while much of what is said 
should stimulate agents to greater ef- 
fort. It is a pretty poor agent who 
will permit a business man to be more 
enthusiastic about life insurance than 


himself 


he is 


A MAN’S AS OLD AS HE FEELS 


Luther B. Little, of Metropolitan, 
Satirically and Poetically Rebukes 
New York “Times” 





tournament of 
County, Vice- 


recent senior 
Westchester 


At the 


colfers in 





Presidents Gaston and Woodward, of 
the Metropolitan Life, and Vice-Presi 
lent Passmore, of the Penn Mutual 
Life, were participants During the 
irnament the New York “Times” had 
considerable to say of a_ patronizing 
nature regarding the exact age when a 
man passes over the line which enti- 
tles him to rank himself as a “senior.” 
After reading the comments in the 
Times,” the well-known biblical stu- 
dent, Luther B, Little, of the Metro- 
politan Life (quite a young man him- 
self), had his muse stirred to the boil 
ing point, with the following result: 
Methuselah’s Revenge 
When the Patriarch Methuselah, of 


1 

whom the Scriptures speak, 

Reached the age of sixty-nine, he 
himself a wife 

And being what they 
in this day 


took 


call “a wise one” 


and generation, 


Ii naturally occurred to him that he 
insure his life 
He signed an application—for an agent 
irged him to it 
For twice ten thousand shekels; he was 
quite a wealthy man 
\nd he didn’t want endowment, but to 
give his kin protection, 
S he made his application on the 
ole life plan 
rhe company’s home office was where 
Euphrates flows: 
\nd “The Mesopotamia Mutual” more 
han likely was its name 
never kept the “full reserves” and 
iad no interest table, 
d | udge the supervision” must 
ive been exceeding lame 
it if Me Cal 1) sion looked his 
application ove 
1 said, | our custom to turn 
own such aged me 
i rrobable : iffering from 
Arterio-Sclerosis 
\nd ‘You-know’ more than likely 
own 1 trace albumen.” 
yOW Me lusela was descended from 
1 race of hardy people 
His father’s name was Enoch, and 
Enoch never died 
nd Jared was his grandfather who 
lived nine hundred years. 
se when the doctors turned him down 
rather urt n pride 
When the agent told Methuselah that 
there was “nothing doing” 
He went and sold his cattle and his 
horses and his lands; 
{nd bought a big annuity, then lived 
nine hundred years 
\nd the Mesopotamia Mutual went 
into receiver’s hands. 
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DODD 


CHARLES S. 


Charles S. Dodd, the new president 
of the Good Practice Club of Newark, 
an organization that contains nearly 
every agency in the city, is an outdoor 
man who plays a fair game of golf, and 
has a Seventh Cavalry seat. A picture 
of Mr. Dodd, with his oldest son, is re- 
produced herewith. 

Mr. Dodd’s early insurance experi- 
ence was with the Firemen’s of New- 
ark, with which Company he spent thir- 


teen years, being assistant treasurer 
when he resigned to go into business 
for himself. He had a large agency 


representing a dozen companies, which, 
during a break in fire rates in 1889, he 
relinquished in order to become the 
Royal’s manager in Essex County. He 
has twice been president of the New- 
ark Fire Insurance Society; and for 
twelve years has been secretary of the 
Underwriters’ Protective Association, 
which operates the Salvage Corps. 
Newark agents are proud of the Sal- 


vage Corps, and Mr. Dodd has been a 
leader in fighting for recognition of 
the corps and its rights. The Royal’s 
Essex County manager is a capable in- 
surance man who has earned the re- 
spect and confidence of all the other 
agents 
* * * 

H. J. Emerson, manager of the Mu- 
tual Life at Buffalo, was born in Mas 
sachusetts, raised on a Vermont farm, 


and was graduated from St. Johnsbury 
(Vt.) Academy in 1888. After a brief 
stay in Colorado he engaged in the 
banking business for ten years in New 
Mexico, resigning in 1898 to become 
avent of the Equitable He wrote a 
half-million business the first vear; 
then became agent of the Mutual Life; 
appointed manager in 1903 at 
Memphis, Tenn., manager at Rochester 


Was 


n 1904; and manager at suffalo in 
1909 
* * © 
R. R. Stowell, special agent for 
Pennsylvania for the Dubuque F. & 
M., returning from an inspection trip 


through New England, was a visitor in 
New York last week. Mr. Stowell was 
enroute to his headquarters at Harris 
burg, Pa. 

* * » 


Nelson B. Davis, of the Northwestern 
Mutual Life, was formerly connected 
with the sales department of the 
Westinghouse Electric & Manufactur 
ing Company 

. . . 


Allan Haynes joined the State Life 
seven months ago, working in Indiana 
territory. Four times during that peri- 


ou he has led State Life producers. 


The Human Side of Insurance 

















The late Sylvester C. Dunham and 
his activities furnished the text for the 
current issue of the Travelers Record. 
I: it are quoted the encomiums of 
many of the insurance leaders of the 
country. In speaking of the late 
president the Record says: 

“Mr. Dunham possessed in a rare de- 
gree those gifts of understanding and 
unvarying kindness that won for him 
in all relations of life the devoted per- 
sonal loyalty which is the greatest 
tribute that man can pay to man. He 
was a man of integrity with a clear 
perception of what was good, true and 
henorable, with the strength and cour 
age to live and act accordingly, yet al- 
ways sympathetic, patient and forbear 
ing. His commands to his office asso 
ciates were requests that made obedi 
ence a_ pleasure. If mistakes were 
made they were treated with a kind 
ness and generous courtesy that never 
failed. His keen sense of humor made 
light of difficulties and discourage 
ments. It could be said of him like 
his predecessor, that his office door 
was always open. In the midst of a 
busy life he had always time for who 
ever wished to him. Always the 
president of the Company, he was also 
the friend of every subordinate in the 
office. It was this rare poise that won 
and retained for him the affection and 
confidence of all who had business and 
personal relations with him. He was 
i every movement for the betterment 
of the city in which he lived. His 
judgment could be counted upon as one 
of the assets of the whole community, 


see 


and in success he bore his honors 
modestly. He was a man of simple 
life and pleasures. He prided himself 


upon his agricultural achievements and 
humorously called the attention of his 
neighbors to the earlier coming of his 


crops or their greater perfection. As 
a speaker he was forceful and enter 
taining, and no man knew better how 
to iluminate a subject or pay a com 
pliment gracefully. He wrote much 
and well on financial and insurance 
topics.” e 

~ * 7 


J. C. Cummins, president of the Equi 
table Life Insurance Company of lowa 
is rounding out twenty-five years of 
continuous service with the company, 
during which period it has experienced 
remarkable growth. When Mr. Cum 
mins joined the home office staff of the 
institution the policy number was but 
slightly over 7,000. During the past 
month the 100,000 number was passed, 
the policy bearing that number heing 
issued to fF. W. Hubbell, the young and 
highly capable treasurer of the com 
pany. An idea of the growth of the 
Equitable of Iowa during the period 
covering the service of Mr. Cummins 
may be obtained by considering the 
achievement during the past twenty 
years, which has witnessed a doubling 
of assets and insurance in force four 
times, or every five years. In order to 
accomplish this, it has meant the writ 
ing of between twenty and twenty-five 
per cent. of the amount of insurance in 
force each year and making a net gain 
of from 65 to 70 per cent. of the 
amount written. The company aims to 
close the year 1915 with $100,000,000 
insurance, and if accomplished it would 
be a fitting tribute in commemoration 
of the twenty-fifth anniversary of serv- 


ice of Mr. Cummins—a modest but 
highly efficient executive. In this con 
nection it may be said that the busi 


ness of life insurance can point to Mr. 
Cummins as a man who has ever cham- 
pioned the best practices both in the 
home office and the field. His idea of 
Term Insurance is shown by the fol- 
lowing taken from a card sent out to 
the field force of the Equitable of Iowa: 

“Writing Term Insurance, both for 
the company and the agent, is like 
dropping a bucket into an empty well 
and growing old drawing nothing up.” 
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Fire Insurance Department 








JAMES J. BOLAND’S CAREER 


MANAGES NEW EASTERN DEPT. 


Columbian National Fire’s Representa- 
tive Commenced Insurance Career 
in Office of Father 


James J. Boland, of Scranton, Pa., 
the new eastern manager of the Colum- 
bian National Fire, of Detroit, Mich., 
was graduated from Manhattan Col- 
lege, New York. He commenced his 





JAMES J. BOLAND 


insurance career in an agency estab- 
lished by hs father, C. G. Boland, pres- 
ident of the C. G. Boland Company. 


Meeting success he 
dent of this agency, which has been in 
successful operation since it was estab- 
lished in 1882 by Mr. Boland’s father, 
through whom a general agency depart- 
ment had been operating inactively 
until James J. Boland took over and 
engaged actively in the general agency 
development. The experience obtained 
in this business will be beneficial in 
his new position for the Columbian Na- 
tional Fire. 


Mr. Boland represents, as general 
agent, the following companies: City 
of New York Insurance Co., Hamburg- 
Bremen, New York Plate Glass and 
National Surety. He has a large and 
active corps of experienced agents in 
the states which his department cov- 
ers, who have already established un 
usually harmonious relations with him. 
The Eastern Underwriter predicts a 
large measure of success in his new 
position. The Columbian National Fire 
has a capital and surplus of $1,250,000. 


became vice-presi- 


PITTSBURGH COMPANY BOARD 
Allegheny County Agents To Meet No- 
vember 22—Result of Pennsy!- 
vania Conference 


One of the results 
ference of Pennsylvania associations 
and boards with Insurance Commis- 
sioner Johnson, of Pennsylvania, will 
be a meeting in Pittsburgh on Novem- 
ber 22 at which time the question of 


of the Con- 


a company board will be discussed. It 
will replace the agents’ organization. 

Many features of the new Pennsyl- 
vania fire insurance law were discuss- 
ed. Section 10 is interpreted to mean 
that no company or agent can enter 
into an agreement with the assured to 
write his business below tariff rates. 
Rating boards must furnish the Com- 
missioner with all information relating 
to the conduct of fire insurance in the 
State. There will be preliminary ex- 
aminations of all the rating organiza- 
tions. Rate schedules must be uni- 
formly applied. There can be no dis- 
crimination between risks of identical 
hazard. 

Every company operating in Pennsyl- 
vania must belong either to a rating 
organization or must file its own rates. 
As a result the membership of the Un- 
derwriters’ Association of the Middle 
Department will be increased. 

Each rating organization must main- 
tain an office and inspect each risk 
that is specifically rated, and keep in 
the office a copy of the rating schedule 
which shall be open inspection of 
the public. 


to 


DINNER TO ROTH 
Buffalo Agents Honor New President 
of National Association of Insur- 
ance Agents 


More than one hundred agents of 
Buffalo met at the Ellicott Club a few 
nights ago to honor E. C. Roth, of Arm- 


strong, Roth, Cady Co., who was elect- 
ed. president of the National Associa- 
tion of Insurance Agents at the Indi- 
apolis convention. C., H. Woodworth, 
Puffalo, and A. W. Neale, Cleveland, 
two former presidents of the associa- 
tion, and Secretary H. H. Putnam, of 


the association, were present. The New 


York State association of fire agents 
was represented by its president, G. T. 
Amsden, who made a speech Other 
addresses came from President Cady, 
of the Buffalo board, and John A. Mur- 
phy, Buffalo’s star orator. Richard 
Wood was toastmaster, and other mem- 
bers of the arrangements committee 
were W. S. Hawley, L. G. Morgan, C. 
M. Clark and R. H. Mason 

Henry H. Putnam told of his recent 
experiences on the Coast and en-route. 
He declared that he had found a strong 


desire on the part of both company 
managers and agents for the promotion 
o* better relations and to have the 
company and agency organizations get 
closer together in the common interest. 
He .predicted that the business was on 
the threshold of an era of good feeling. 


L. & L. SCHEDULE 


Chief Complaints Against it of Minor 
Nature—One Relates to Exposure 


Charges 
Underwriters who have been watch- 
ing the testing of the Lemmon &€ Lar- 
ter Schedule say that the chief criti- 


cisms are as follows 

1. Number of computations necessary 
in arriving at final rates and in chang 
ing individual rates to meet a change 
in classification of a city or town. 

2. Calculation of exposure charges is 
not as simple as it should be 


DUTCHESS INTERPRETATION 


The practice of some agents in 
Dutchess County, New York, in insur- 
ing farm property as ordinary dwell- 


ings has been so general as to consti- 
tute something more than an oversight. 





EDWARD 


37-36 LIBERTY STREET 


THE ARLINGTON FIRE 
Washington, D. C. 





INSURANCE AGENCY 
Telephone: John 3189 
Representing 


SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 


GAMBEL 


NEW YORK CITY 
THE ARIZONA FIRE 


Phoenix, Ariz. 
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GOOD AGENTS 
in open territory who desire to represent a Company having = 
ample capital and resources, capable and efficient management, 


excellent facilities and unexcelled service, should communicate 
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NATIONAL DEFENSE 





Many Insurance Men on Mayor Mitch- 
el’s Committee on One Thou- 
sand Citizens 


Mayor Mitchel, of New York City, 
has appointed a national defense com 
mittee of one thousand men to act in 
conjunction with committees appoint 
ed by mayors of a number of other 
cities. Among the insurance men ap 


pointed are the following: 
Henry Evans, president of Continen 


tal; Elbridge G. Snow, president of 
Home; Col. \A. H. Wray, United States 
manager of the Commercial Union 
Charles Lyman Case, United States 
manager of the London Assurance 
Darwin P. Kingsley, president New 


York Life; William B. Joyce, president 
National Surety Co.; Clarence Axman, 


Its efficiency and agency 
permanent support of 4000 Agents. 


Why not make this Company your source of supply and 


SERVICE THAT SATISFIES 
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co-operation have merited the 


Million Dollars. oS 


NEW AGENCY IN BROOKLYN 





Delesdernies, Ross & Van Glahm Rep- 


resent Phenix, Union, Teutonia, 
and Detroit 

Delesdernies toss & Van Glahm is 
a new agency in Br klyn, and repre- 
sents the Phenix f P Union of 
L lor I t O and Detroit 
F & M 

Mr. Ross is t SO! f F. H. Ross 
a Ne Y t. Mr. Van Glahm for 
merly ran an ag y of his own, and 
M Delesdert s a al agent at 
! tim ! n e re ntly been with 


Snyder & C 


CONTINGENT COMMISSIONS 


So 
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Underwriters 
Insurance 


Coming Texas 
Believe—Attitude 
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editor The Eastern Underwriter; Commissioner on Subject 
Charles Jerome Edwards, general 
agent Equitable Life; T. R. Fell, gen- \ sub of 
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THE HOME’S SPIRIT 
It is Embodied in the Personality of President E. G. Snow 








President E. G. Snow, of The Home 
Insurance Company, presents to the 
understanding an interesting illustra- 
tion of how almost measureless is the 
value of personality in contributing to 
the advance and the success of a busi- 
ness. To the observing intimates of 
Mr. Snow it is not open to question 
that his personal qualities have inspir- 
ed the loyalty, the enthusiastic “team 
work,” the almost passionate individ- 
ual patriotism, so to speak, for the 
Home and its management with which 
the company’s large staff is so mani- 
festly animated. 

That such a spirit of co-operation, of 
devotion and allegiance to the institu- 
tion on the part of those who serve it 
should accomplish great things for it 
was and is inevitable. The personal 
regard for Mr. Snow felt by those who 
are under his leadership is something 
beyond mere liking or a due respect. 
Contact with him inspires greater con- 
fidence jn one’s own adequacy, a broad- 
er philosophy and wider outlook, a 
sense of being a necezsary and appre- 
ciated part of something worth while, 
as well as a comforting self assurance 


NEW JERSEY NOTES 




















S. R. TAYLOR HEADS AGENCY 
City Treasurer of Burlington, to Con- 
tinue Representing Companies in 
Old Insurance Concern 


Shreve R. Taylor will continue the 
agency of Joshua Taylor & Son, of 
Burlington, N. J., He is city treasurer 
of Burlington. 

The agency of Joshua Taylor & Son 
was started in 1875 by the late Joshua 
Taylor, who was educated at West 
Town Friends’ School. His son joined 
the agency in 1899. The late Mr. Tay- 
lor was a prominent man in his section, 
being president of the Masonic Hall 
Association, a director in the local loan 
and building association, and had been 
treasurer of the Burlington Gas Light 
Company. 





James S. Nugent, of Bayonne, N. J., 
has received a broker’s license from 
the New Jersey Insurance Department. 
A man to be reckoned with is “Jim 
Nugent,” being what the political boss 
of the State calls himself. 


M. B. McKee, brother of Mark Mc- 
Kee, secretary of the National Council 
of Insurance Federation Executives, is 
making an active campaign for federa- 
tion members through upper New 
York State. 


that an error of judgment, not due to 
careless inattention, will be charitably 
regarded as a failing which is common 
to all humanity, to be utilized as an 
item of experience. 

Mr. Snow's accessibility, his cheery 
reflection of comradeship, his sympa- 
thetic interest and lively appreciation, 
his considerateness and his large-heart- 
ed humor have so endeared him to 
those who serve under him that they 
not only feel possessed by zeal and 
fervor in such service, but are made 
to feel that they serve with as well as 
under him. 

The Home’s growth and _ progress 
have been notable, its prestige is every- 
where recognized, and its reputation 
is high inside, as it is outside, the cir- 
cle of its associates. That its achieve- 
ments have been wrought by what is 
possibly the greatest exemplification of 
inside co-operative “team work” in the 
business is understood by those ina po- 
sition to know, who also realize that 
the personality and qualities of E. G. 
Snow are the source and inspiration of 
this invaluable and invincible “Home” 
spirit. 


Praise From Australia 
Sydney, Australia, Oct. 13. 

Editor The Eastern Underwriter:—I 
take pleasure in sending you herewith 
money order for $4, being subscription 
for one year for The Eastern Under- 
writer. 

I wish to assure you that I find many 
valuable hints and illustrations in your 
journal, especially under the heading 
“Live Hints for Business Getters.” I 
received last night from a_ general 
agent a letter containing the following: 

Your letters of the 6th and 7th 
inst. duly to hand; also latest 
copy of The Eastern Underwriter. 

I cannot tell you how eagerly I 

look forward to receiving this pub- 

lication. It is kind of you to send 
it so regularly. It is more helpful 
than you possibly think. 

So you will observe your work even 


in Australia is appreciated. Wishing 
The Eastern Underwriter continued 
success. 


GEORGE SMITH. 


Sixty per cent. of the fire insurance 
on the Hartford old and new high 
schools is written by Hartford com- 
panies. 

James Marshall, of Willard S. Brown 
& Co., will be the speaker of the even- 
ing at the dinner meeting of the Bare- 
bones Alumni Association to-night. 





The New Jersey Field Club has post- 
poned its meeting until next Tuesday. 
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Captures Pittsburgh Steel Line 
After spirited competition John C. 
Kohne & Co. have again captured the 
line of the Pittsburgh Steel Co., about 
$2,000,000. It was formerly written at 
40 cents annual. Present rate is 80 
cents for three years. 
+ * -_ 
Brokers Protest on Paid Adjuster 
The Fire Brokers Association of New 
York took a hand in the paid adjuster 
controversy on Tuesday of this week 
when it presented to President Shall- 
cross, of the New York Board of Fire 
Underwriters, a protest against the 
employment of a paid adjuster. 
© o . 


Lawyer-Brokers—Broker-Lawyers 

Gerard & Smyth are lawyers at 60 
Broadway. They are also insurance 
brokers under the name of Smyth, San- 
ford & Gerard, on another floor, same 
address. As lawyers, they are their 
own insurance experts; as insurance 
men they are their own lawyers. 


Agent Disobeying Instructions 

In “The Fire Loss Adjuster” appears 
an interesting digest referring’ to 
agents who disobey instructions, and 
reading as follows: 

Sec. 2. Agent—Broker. 

‘Agent Disobeying Instructions. 

If the positive instructions of the 
company to the agent have been negli- 
gently or fraudulently disregarded by 
the agent, who knew he had no author- 
ity to write insurance in the State, he 
cannot excuse himself by pleading his 
disability, or his negligence or fraud. 

If an agent, instructed to insure prop 
erty, without sufficient excuse neglects 
to do so, or to notify his principal, he 
will be liable, if loss occurs, for the 
full insurable value of the property, 
less the amount of the premium (citing 
Pash vs. Hamond, 4 Camp., 344; Per- 
kins vs. Washington Ins. Co., 4 Cow. 
(N. Y.), 645; Thorn vs. Deas, 4 Johns 
(N. Y.), 84; Schoenfeld vs. Fleisher, 73 
Ill,, 404; Kaw Brick Co. vs. Hogsett, 
73 Mo. App., 433). 

Where an agent was instructed by 
his principal to cancel a policy, but 
without sufficient reason delayed. and 
the property was destroyed by fire and 
the company was compelled to pay the 
loss, the company could recover the 
amount so paid from the agent (citing 
Phoenix Ins .Co. vs. Frissell, 142 Mass., 
513; 8 N. E., 348; Franklin Ins. Co. vs. 
Sears (C. C.), 21 Fed., 290; Kraber vs. 
Union Ins. Co., 129; Pa., 8; 18 Att., 
491). 

In Continental Ins. Co. vs. Clark, et 
al., 126 Iowa, 274; 100 N. W., 524, Chief 
Justice Deemer, pertinently says: “If 
the defendants fraudulently and negli- 
gently issued the policy against the ex- 
press direction of their principal, and 
continuously and purposely failed to 
make report thereof, and _ plaintiff, 
through this fraud, was compelled to 
pay a loss which it might otherwise 
have avoided, there is every reason for 
holding them liable, not only for the 
premium they should have exacted, but 
also for the full amount of the damages 
suffered by it in consequence of de- 
fendant’s willful wrong.” (Citing State 
Ins. Co. vs. Jamison, 79 la., 245; 44 N. 
W., 371; Sun Fire Off. vs. Ementrout, 
11 Pa. Co. C. R., 21; American Central 


Ins. Co. vs. Hagerty, 92 Hun, 26, 36; N. 
Y. Supp., 558). 

The principal may recover such dam- 
ages as he can show he has sustained 
by reason of the disobedience of the 
agent. 

Phoenix Ins. Co. vs. Seegers (Ala. S. 
C.), 68 So., 902. 

x * * 
Feature Corporation Insurance 

The new firm of Peabody & Converse, 
Inc., New York City, features corpora- 
tion insurance. Stephen Peabody, Jr., 
is a Yale man who was formerly vice- 
president of Kirkland & Yardley, Inc., 
and James V. Converse was for four or 
five years with the Bankers Trust Co. 
Both members of the firm are young 
men and have already landed several 
unusually large lines in the country. 

* . * 
Join New York Association. 

Several out-of-town brokers’ have 
joined the Fire Brokers’ Association of 
New York as non-resident members. 
Some of the members of the associa- 
tion think that this association is 
going to become one of the most influ- 
ential in the business. Certainly, if 
the leading brokers of Chicago, Phila- 
delphia, Cleveland and other cities join 
there is bound to arise some unusually 
interesting situations. No action has 
yet been taken regarding the admit- 
tance of associate members. 

x * * 
B. C. Fuller Dead 

Bayard Clarke Fuller, an insurance 
broker, and former Supervising In- 
Spector of Food for the Department 
ot Health, died this week at the Post 
Graduate Hospital, in his _ fifty-third 
year. He was connected with E. H. 
Betts & Co. until his health failed, 
eighteen months ago. 

Mr. Fuller was born in Brooklyn, 
and was a son of the late William 
J. A. Fuller, manager of John C. Fre- 
mont’s Presidential campaign. He en- 
tered Yale University in 1880, but left 
college to go to California to enter the 
mining business. Later he returned 
here and went into the insurance busi- 
ness. 

Mr. Fuller was a member of the 
Tammany Hall General Committee, the 
Garden City Golf, the Apawamis, the 
Underwriters’ and the New York Ath- 
letic Clubs. He was also a Mason and 
a member of the Royal Arcanum, and 
was one of the founders of the Knick- 
erbocker Whist Club. His wife sur- 
vives him. 

7 - * 
No Plans to Reform Business 

The Brooklyn Brokers’ Association 
has started off its new business year 
by electing a strong board of officers. 
There are no plans to reform the busi- 
ness. Albert H. Butler was the unan- 
imous choice for president. The new 
vice-president, C. Stewart Cavanagh, is 
a member of the firm of Cavanagh & 
Kuhn, which represents the American 
Eagle, Nord Deutsche, Sterling, Pitts- 
burg Underwriters, Fidelity & Deposit 
ard the Boston, for automobile insur- 
ance. Louis Arnold was chosen treas- 
urer and Richard Cappertern secretary. 

The executive committee will meet 
November 11 to elect a chairman, 

oa * * 


NORTH BRANCH IN BAY STATE 

The North Branch has been licensed 
to do business in the State of Massa- 
chusetts. This Company is doing a 
good, conservative business and is well 
regarded by agents. 





NATIONAL FIRE 


H. A. Smith, President 





OF HARTFORD, CONN. 


Statement January 1, 1915, to New York Insurance Department 
LIABILITIES 

Capital Steck All Cash .............000. 

Funds Reserved to Meet All Liabilities, Re-Insurance Reserve, 


 CMAre Pcecnen eee neenl $ 2,000,000.00 


i T  :<cnncks acl dele caeehehen comiaaetsnicreseuresesenuas 8,994,582.95 
Unsettied Losses and Other Claims ..............cccccccccccvccccces 1,553,593-01 
Net Surplus Over Capital and Liabilities .....................eeeeee 3,501.249.48 
Dotal Aascts, JARGA 8 WEB occccscccccccccveccccccccce alecowne $16,049,425.44 

S. T. Maxwell, Asst. Secy. F. B. Seymour, Treasurer 


H. Tryon, Secretar C. S. Langdon, Asst. Secy. 
F. D. Layton, Asst. Secy. E. E. Pike, Asst. Secy. Cc. 


Surplus to Policy Holders..... .....$5,501,249.48 


INSURANCE CO. 





W. J. Fredrick, Asst. Treas. 
Roulet, Gen. Agt. 
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THE DOCTRINE OF WAIVER 


DEFINED BY COURT DECISIONS 
W. J. Nichols, of North British & Mer- 
cantile, Addresses Insurance So- 
ciety of New York 
Waldemar J. Nichols, general adjus- 
ter for the North British & Mercantile, 
spoke to the Insurance Society of New 
York on Tuesday on “The Doctrine of 
Waiver and Estoppel.” this address 

was as here given in part: 

“One can not go far in any walk of 
mercantile life without learning of the 
principles of law that oral testimony 
is inadmissible to contradict the terms 
of a written contract. This is referred 
to by the authorities as ‘The Parol 
Evidence Rule,’ parol evidence, as thus 
used meaning evidence based on oral 
testimony 

The Parol Eviderce Rule 

“In the opinion of so competent a 
tribunal as the United States Supreme 
Court, this rule should apply to writ- 
teu contracis of inzurance just as it 
applies to other written contracts. 

“We are told that at one time in the 
history of insurance, its contracts hud 
the protection of this rule but to-day 
it is difficult in many cases to know, 
until the matter has been threshed out 
by the courts what a given contract of 
insurance means. 

“The interpretation of the language 
contained in the policy may be a per- 
fectly simple matter. To predict the 
evidence that will be adduced to con- 
tradict its terms, or how far it will be 
accepted by a jury, is a hazardous un- 
dertaking. 

Policy Provision Inadequate 

“Nobody with wham I have any ac- 
quaintance professes to know the ex- 
act course of the line between danger 
of and safety from this source. The 
framers of the New York Standard 
Fire Insurance Policy, with which we 
are so familiar, probably thought that 
they had successfully eliminated there- 
from every element of this sort of dan- 
ger, when, at the end of the policy, 
they inserted the general anti-waiver 
clause. Unfortunately, the hopes of 
the framers of the policy were but par- 
tially realized. This may have been be- 
cause they attempted too much. The 
courts seem to have taken the view 
that somewhere must reside the au- 
thority to conduct, orally, on the part 
of the company, negotiations with the 
assured relative to waiver, so that in 
attempting to restrict even the officers 
of the company to waiver in writing, 
they made the clause impossible of ap- 
plication. Had the restriction applied 
to agents only, the clause might have 
been construed as intended. 

“All but a negligible percentage ot 
the losses reported are adjusted with 
no thought on either side of the ne- 
cessity of precaution to prevent the 
loss of its rights by waiver or estop- 
pel. For while the application of the 
doctrine operates nearly always to the 
detriment of the insurer, in certain con- 
ditions, it may operate against the in- 
sured as well. But it is the excep- 
tional case only that calls for caution 
in this respect on either side. How- 
ever, such a case is sure to occur 
sooner or later in the experience of 
anyone engaged in the business of loss 
adjusting. 

Estoppel in Defense of Claim 

‘There is an overwhelming prepon- 
derance of opinion manifested by the 
courts of the various States to the ef- 
fect that the company is estopped from 
asserting in defense of a claim under 
its policy any fact of which it had 
knowledge at the inception of the con- 
tract. This preponderance of opinion 
is based chiefly on one argument, viz.: 
that it would be unjust to the assured 
to deny him indemnity for a loss be- 
cause of facts, existing at the incep- 
tion of the policy, of which the com- 
pany at that time had knowledge. This 
argument is put in different ways as, 
for instance, that it would be a fraud 
on the insured for the company to ac- 
cept the premium with the knowledge 
that there could be no recovery under 





the policy in the event of a loss; or 
that by issuing its policy with knowl- 
edge of a certain fact the company 
must be deemed to have waived de- 
fense based thereon. But, however 
stated, this argument is, in theory, per- 
suasive. In practice it probably pro- 
motes many fold more injustice than 
it prevents. This is due to the ease 
with which the average jury will be- 
lieve the statement of the insured that, 
in applying for the policy, he notified 
the agent of the fact, even though his 
testimony be uncbdrroborated, and flatly 
contradicted by the testimony of the 
company’s agent. 

“So far as relates to matters prior to 
the inception of the policy, a dec.ded 
majority of the State courts have de- 
clined to relax their application of the 
doctrine of estoppel, continuing to ap- 
ply it whenever a jury has found, as a 
matter of fact, that the agent of the 
company was told by or in behalf of 
the insured of the fact set up by the 
company in defense of the policy con- 
ditions. 

“It has been contended that the in- 
surer is estopped from asserting a de- 
fense to a claim under its policy, be- 
cause of conditions antedating the lat- 
ter concerning which no inquiry was 
made of the insured, or the existence 
of which would have been disclosed by 
an examination, in advance of the is- 
sue of the policy, of the public records. 
I find what I believe to be a proper 
statement of the law in the opinion of 
the Wisconsin Supreme Court, in de- 
ciding the case of Wilcox vs. Continen- 
tal Insurance Company, 85 Wis., 193. 
This was an action to recover for loss 
by fire of a horse covered by a policy 
containing the usual conditions against 
other insurance and chattel mortgage. 
The complaint alleged, in addition to 
the loss sustained, the issue of the pol- 
cy without inquiry as to title, or as to 
other insurance; it also set forth the 
policy conditions above referred to, and 
the existence at the inception of the 
policy of the other insurance and the 
chattel mortgage. The company de- 
murred to the petition and the court 
sustained the demurrer. 

Effect of Knowledge of Risk 

“Of the conditions arising during the 
period from the inception of the con- 
tract to the happening of the loss that 
may possibly invoke the doctrine of 
estoppel, I recall but four. Those that 
I have in mind are as follows: 

“1. Mere acquirement by the agent 
of knowledge of a violation of a policy 
condition. As to this, a few jurisdic- 
tions have held that if such knowledge 
comes to an agent it becomes the com 
pany’s duty to cancel the policy; fail- 
ing to do which the company is held 
to be estopped from setting up the vio- 
lation. Happily these jurisdictions are 
considerably removed from the field 
within which those present are likely 
to be brought into personal contact 
with a loss adjustment. I am reason- 
ably sure that in New York, New Jer- 
sey, Massachusetts, and those of the 
New England States whose policies are 
patterned after the New York Stand- 
ard Policy, this extreme of the appli- 
cation of the doctrine of estoppel need 
not be feared. 

“2. Collection of the premium by an 
agent with knowledge of a violation. 
This would be held by all or nearly all, 
of the State courts to invoke the doc- 
trine of estoppel on the theory that the 
company would not accept the premi- 
um on a policy which had been void 
from its inception, except with the in- 
tention of treating it thereafter as a 
valid contract, so far as its validity 
depended on the facts of which it had 
knowledge. 

“3. Notice of cancellation, in accord- 
ance with lines 51 to 55 inclusive of 
the policy, whereby the policy is to 
cease and determine at the expiration 
of five days from receipt by the as- 
sured of the cancellation notice. It 
seems inevitable that from the time of 
the service of the cancellation notice 
to the expiration of the five days, the 
policy is declared by the company to 
be valid, so far as it has any knowl- 
edge of the facts. For, if the com- 
pany, by reason of a policy violation, 


were exempt from liability, there 
would be no reason in its parting wiih 
unearned premium which it could safe 
ly earn by the simple expedient of 
withholding cancellation notice. 

“4. The only other’ circumstance 
raising the question of estoppel that 
now occurs to me as relating to this 
period in the life of the policy, is the 
knowledge by the agent of the viola- 
tion of a policy condition at the time 
of the making of-an endorsement on 
the policy or a correction thereof in 
writing. 

Promise to Pay Loss 

“Many a company representative has 
been astonished and grieved at learn 
ing from the plaintiff's testimony in a 
suit brought to recover a loss that, 
whereas he had supposed that he was 
merely agreeing with the insured as to 
the amount of the loss, he had as a 
matter of fact, adjusted the loss and 
made a definite promise that the loss 
would be paid. However far the find 
ing of the jury in this respect may be 
from the truth, the finding governs 


“An ascertainment of the loss, 
coupled with a promise to pay, is, in 
the absence of fraud, a settlement of 
all questions arising under the policy, 
the only portion of which then remain 
ing effective being the conditions, if 
any, as to time and mode of payment; 
for I take it that a promise to pay, 
without any stipulation, means a prom 
ise to pay at the time specified in the 
policy, whether known to the company 
at the time of the promise or not It 
is also a waiver of compliance on the 
part of the insured with the conditions 
and requirements of the policy relat 
ing to matters subsequent to a loss, 
including the requirement of proof of 
loss as well as others.” 


FALL MEETING OF ROUND TABLE 
L. R. Hoff, general sales manager 
o: the H. W. Johns-Manville Co., will 
speak on asbestos at the first fall meet 
ing of the Round Table Order of the 
Insurance Society of New York to be 
held in the Library on December 7 
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“ADJUSTING GRAIN LOSSES 


By William Sexton 








The policy on grain crop covers on 
grain only, “an equal amount on each 
acre or the product thereof; but does 
ot cover straw or stubble.” 

This form “an equal amount on each 
acre or product thereof” is an ‘aver- 
age clause,” which prevents a policy 
written for one-quarter of the value of a 
thousand acre crop from covering any 
of the quarters or less, included in the 
area of the field described in the pol- 
icy. Grain fields seldom total 
losses. 

The interests insured are the 


are 


“whole 


crop owner,” the land owner, the 
renter. 

The “whole crop owner” owns the 
land or pays cash rent. 

The land owner lets the land to the 


renter for part of crop %4, 1-3 or % 
ot crop, as the case may be. 
The renter farms the land on shares, 


paying %, 1-3 or % of crop, as the 
case may be. 

The renting on shares usually pro- 
vides for delivery of the grain by the 
renter in the nearest warehouse. 

The interests are insured when the 
crop is in the milk, on a basis valua- 


in nearest ware- 
from which de- 
harvest- 
warehouse. 


tion of estimated price 
house when harvested; 
ductions are made for 
ing and placing in the 

Estimates 


cost of 



















warehouse (cost of whole crop) 3.80 

$8.20 

Less one-fourth for safety....... 2.05 

Insure renter for (per acre)..... $6.15 
Harvested or Ripened Grain 

The losses on harvested or on the 


ripened grain are adjusted on the actu- 


al yield as shown by threshers’ ac- 
count, burned stubble or adjacent or 
adjoining crop, and price on cars; de- 


ductions being made, for the warehouse 
and loading charges, from the interest 
o! each party. The renter pays all 
charges until the grain is in the ware- 
house. 


When the yield per acre and the 
value per 100 lbs. on cars is agreed 
upon, the burned area can be meas- 


ured by a surveyor, or the adjuster can 
do it by tying a cloth to a buggy wheel, 
measuring the circumference of the 
wheel and counting the revolutions, 
getting the sides of the various an- 
and ascertaining the number of 
scuare feet burned over, which divided 
bx 3560 gives the number of acres. 
This will do where the land is level; 
and as farmers are well posted on 
measuring by rods, money and time 
may be saved. 


gles 


A Quarter Section Adjustment. 





CUNNINGHAM’S LATEST 





Former President of Glens Falls Con- 
tributes More Scintillating 
Sayings 





The latest batch of epigrams from the 
pen of Colonel J. L. Cunningham, the 
Sage of Glens Falls, in part follow: 

It isn’t always so much that there 
are too many men for the jobs as too 
much work in the jobs. 

“I would like,” said a western clergy- 
man, “to insure my sermons against 
tornado; they have been written against 
fire.” 

It was recommended in favor of a 
night watchman seeking employment 
that “the least little noise wakes him 
up.” 

It is fortunate that head failure is 
not so fatal as heart failure. 

For standing upright and lying on its 
face at the same time, a tombstone has 
no competition. 

The Prophet Isaiah’s illustration of 
the failure of the wicked in their plans 
for rest and comfort has its applica- 
tion to some insurance schemers: ‘For 
the bed is shorter than a man can 
stretch himself on it; and the cover- 
ing narrower than he can wrap him- 
self in it.” 





PROTECTION FROM ZEPPELINS 


British Government Arranges to _ iIn- 
sure Small Property Holders 
Through the Post Offices 
A payment of twelve cents to the 


British Government will insure prop- 
erty to the value of $125 for one year 
against damage resulting directly or 
indirectly from bombardment from air- 









































































$375, the rate for which is 37 cents. 
This insurance will be carried on 
through the Post Offices, which will 





collect the premiums and pay the 
losses. 

DEPARTMENTAL EXAMINATIONS 
The New York Insurance Depart- 


ment has completed an examination of 
the five E. E. Hall Lloyds; has started 
am examination of the Northern Assur- 
ance; is well along in its examination 
of the Mercantile of America; and will 
start an examination of the Aachen & 
Munich. 





W. R. McCloud, New York State 
special agent of the Dubuque F. & M., 
migrated from his headquarters at 
Syracuse long enough to pay his re- 
spects to insurance interests in Man- 
hattan last week. 





J. Townsend Lansing has been elect- 
ed president of the Aibany Insurance 
Co. He was vice-president. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


FIRE INSURANCE COMPANY 





HAS A 
Cash Capital 1000,000.00 
Cash Assets 4,585,075.59 
Cash Surplus to Policy Holders ek 316.03 


The real strength of an insurance com- 
pany is in the conservatism of its manage 
ment, and the management of THE HAN- 
OVER is an absolute assurance of the 



































Estimated product per acre, 1,800 a ‘ ‘ , " ~_ of its policy. 
Ibs. at lc. per lb. in warehouse. $18.00 A quarter section of land is a half- craft. The maximum value of prop- R. EMORY WARFIELD ...... President 
Deduct cutting and thresh- mile square, contains 160 acres, and is erty insurable by this arrangement is JOSEPH McCORD ..Vice-Pres. & Sec’y 
ing per acre, say 29 00 160 rods square. A rod wide and 160 WILLIAM MORRISON ..... Asst. Sec’y 
Deduct 14 sacks at 9c. reds long is an acre; 2 rods wide and HOME OFFICE 
"ioe ecnocaiabeng 1.26 80 rods long is an acre; 4 rods wide THE COMPANY WITH THE PYRAMID ‘ne S 
Deduct hauling to ‘are. * and 40 rods long is an acre, and so on Hanover Bidg., 34 Pine . 
house, say 60c, per ton. .54 down the line. NEW YORK 
The insured may claim to have lost 
Total deductions $3.80 160 acres, his whole % section, when 
. the loss is total; but inquiry may show 
Value per ton in the field........ $14.20 that the quarter section was short a "Fie Lonteng Pe Semana Company 
Deduct for margin of safety %4.. 3.55 few acres because of its location south n America” 
—__.._ of a standard line, or because of lost 
Insurable value per acre of whole ground or for first cut inside of fences, 
ED. ein d drt o er be ieee eek $10.65 or the barn, the dwellings, or the gar- 
The above estimates of product per den. These are little things, but all 
acre and value per pound in the ware- adjusting is made up of little things; 
house, used in the formula, are for the the small errors sink the companies, 
purpose of getting at the amount of in- like small leaks sink big ships. 
surance that the crop should carry. NEWH MPSHIRE~ 
In adjusting the loss the actual aver- A 
age product per acre, and the price per CLASS HOLDS FIRST SESSION | Ee 
pol 1 hoar f oa; at maract * . =) “ 3 , . 3,367,026.27 1,003.255.03 
esis on board of cars at nearest ware- The first session of Harrison Law’s 
iouse, must be used in the formula, fire insurance class was held last night FIRE INSURANCE Co 
with a ar eet] deduction of, say, 50 the rooms of the Fire Brokers Asso- - “ 7 
cents to $1 per ton for storage and ciation Thirty members attended Sessa] | 232.287 06 CASH CAPITAL" - $5,000,000.00 
loading on cars. ? ore F paras pie | —~“4.500.404.12 | WM. 7 CLARK, President 
An entirely new plan of instruction __ 4.801.140 .81 Vice- Presidents 
; . ' : ie . 190.017.46 
If Crops Burned in the Field being given to this class by using 558s a7G 7 a er HENRY E. REES A. N. WILLIAMS 
If the crop is burned in the field the a chart of a composite city block which 2.725.800 34 pee var 30 \ 2 SE 
deductions from price in warehouse for embraces the use of the principal 6.250, 526.89 1,703. 433.67 E. J. : 
cutting and threshing might be one schedules of the New York Fire Insur- {6.950.079 09 _4 725,713.78 E. S ALLEN "GUY E. BEARDSLEY 
dollar instead of two dollars. This ance Exchange. Scale drawing is also TOTAL LIABILITIES $3.149,365.31 : RALPH B. IVES 
depends on local custom. one of the phases of the business POLICY HOLDERS SURPLUS $3, 200,713.78 W. F. WHITTELSEY, Marine Secretary 
The land owner’s interest, ught to this class 
where he lets the land on share - ——— | 
is figured on the above esti- | 
mate of yield and price of per ! ° N ws ] be I C 
Gee hpleasoaaaro aw | First National Fire Insurance Company 
For rent one-third in the | e 
WEFOMOUEO oes is sccescsns ss @Oi00 f h d S 
hess one-fourth foc satety.. 166 of the Unite tates 
Land owner’s insurable in- WASHINGTON, D. C. 
dg a $6.50 STATEMENT OF CONDITION DECEMBER 3lst, 1914 
ne es v or’sa j er > 
12 mage — = int res ; “a en ASSETS LIABILITIES 
“io Sac l Waren¢ Ss V 
anew " gens nob msigea without eee eee 3 254,500.00 Outstanding Fire Losses ..............-+++- $ 39,278.41 
any,expense of harvesting or hauling Mortgage Loans 2235.600.00 Unearned Premium Henserve ..........-..-+-- 244,603.01 
The renter’s intere st, Ww here he : - : 1k Aggie aia i art : Accrued Charges on Real Estate............ 18,646.29 
gets the land for 1-3 of the crop Bonds (Market Value)........-.-+---+--++-- 972,966.29 | all other Liabilities ...............:.+..---- 8,156.78 
= ’ re F ee Cash in Banks and Office ...........60.000055 38,387.53 Capital Stock Fully Paid......... $877,275. 
in warehouse, is figured on the Ree MEME os cacnsunssnnadhoceoses 81,266.65 Capital Stock Partially Paid...... 260 
above estimate of yield and ee a FS rrr rr tr 404,407.62 
price per acre x $18.0¢ Interest and Rents Due and Accrued........ 27,215.03 
DFiC@ POF ACTE. ...00- g 06 } 
Less one-third ee 6.00 All @ther AMBCtH .... ccc cece cccceccescees __— 4693.31 | Surplus to Policyholders .............+-+++- $1,303,943.32 
— 0 ee eee ee rr eee eras ea $1,614,627.81 0 errr re rrr ere te Tse $1,614,627.81 
Value of two-thirds of crop in ROBERT J. WYNNE, Pres. JOHN E. SMITH, Managing Underwriter 
Warenouse per acré........ . . $12.00 New York City Agent, Brooklyn Agent, 
Less harvesting and putting in WHM. SOHMER, 75 William St. FRANK ECKEL BECKER, 153 Remsen St. 
—_——- New York City. Breeklyn, N. ¥.. 
*A Chapter in Mr. Sexton’s Book, Published 
by Pacific Coast Review 
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THE EASTERN 


UNDERWRITER 





PAPER TO DISCUSS LOSSES 


THRASHER 





HALL’S MAGAZINE 





Begins Series of Articles Telling 
Agents His Experiences in 
Adjustments 





The Eastern Underwriter has receiv- 
ed from Editor Thrasher Hall, of Chi- 
cago, the first number of his monthly 
paper “The Fire Loss Adjuster,” which 
is not only brim full of interesting 
points for insurance adjusters and law- 
yers, but for agents as well. In this 
issue Mr. Hall begins a department un- 
der the caption “Adjustment of Losses 
From the School of Experience.” It 
takes the policy requirements from the 
happening of the fire and follows up 
all steps necessary in the preparation 
and adjustment of the claim until it is 
finally disposed of by the payment of 
the loss. 

Assured’s Duty to Save Property 

Mr. Hall begins by telling of the as- 
sured’s duty to save property. 

Nearly if not quite all of the policies 
require the insured to use his best en- 
deavors at and after the fire to save 
and protect the property. But such a 
clause does not impose upon the as- 
sured any duty beyond what honesty, 
decency and the law requires of him 
if he is to make a claim against an in 


surance company to recover a loss 
which he has in no manner tried to 
prevent. (Cincinnati M. Ins. Co. vs. 
May, 20 Ohio, 211.) 


It seems, however, that he is barred 
from collecting not all his loss, but 
merely that part of it which was caused 
by his neglect to use all reasonable 
means to save. (Wolters vs. Western 
Assur. Co., 95 Wis., 265; 70 N. W., 62; 
German Am. Ins. Co. vs. Brown, 75 
Ark., 251; 87 S. W., 135 and a West 
Virginia case is to the same effect.) 
And as this is a question of fact for a 
jury, you had better have a clear and 
flagrant case of negligence before you 
attempt to make a legal fight to evade 
liability. 

The insurance company is not only 
bound to pay a loss caused by the neg- 
ligence of the assured’s wife, his son 
or his servants, but also for his own 
negligence, provided, however, there 
be no fraud upon his part. In fact, if 
there be no fraud upon his part it has 
been held that the company is liable 
for the intentional burning of the prop- 
erty by either his wife or his son. And 
if the insured while insane burns the 
property, this will not relieve the com- 
pany from liability. 

Subrogation of Assured’s Claim Against 
Wrongdoer 

While what has just been said is 
true, it is because of the contract of 
insurance, which the courts have con- 
strued to cover all such losses. But if 
the policy be issued to A, and the loss 
is caused to A’s property by the wrong- 
ful or negligent acts of B, his wife, his 
son or his servant (and by servant is 
here meant not necessarily a menial, 
but any one in another’s employ, while 
engaged in the work of employment), 
then and in that case B will be held 
liable to A for his loss. And if B while 
insane burns the property of A, his 
estate will be held liable to A for any 
loss caused by such fire. The insur- 
ance company will, upon payment of 
A’s loss, be subrogated to his rights 
against B. This is so whether the pol- 
icy provides for subrogation or not. 


\As to how far B’s wrongful act in 
causing a fire will extend, the author is 
not prepared to say. In New York it 
has been held that it only extends to 
the owner of property abutting his 
own; that is to say, if a fire negligent- 
ly set by B spreads to the adjoining 
property of A and thence to the prop- 
erty of C, B is liable to A, but not to 
C, and that is still the doctrine in New 
York, and it may be elsewhere. 

What Constitutes a Fire 

Most of the cases follow one or the 
other of the two leading cases, 1. e., 
the English case of Austin vs. Drewe, 
reported 6 Taunt, 436, 4 Camb., 360 


and 1 Bennet, 102, or the Massachu- 


setts case of Scripture vs. Lowell, 10 
Cush. (Mass.), 356, 3 Bennett, 429. 

The English case holds that damage 
done by heat, soot and smoke of the 
usual fires employed for refining, being 
increased by the mismanagement of 
the insured or his servants, who inad- 
vertently kept the dampers of their 
chimneys closed was not a fire loss for 
which the insurer was liable. 

In the Massachusetts case the court 
held a loss caused by a boy lighting a 
match and setting fire to gun powder 
causing it to explode and blow up a 
house, was a fire loss for which the in- 
surer was liable. 

It has accordingly been held in Ar- 
kansas, Colorado, Illinois, New York, 
South Dakota, Ohio, Maryland and by 
the United States Supreme Court that 
a burning gas jet, a lighted match, a 
lighted lamp or a spark is not a fire 
within the meaning of a fire insurance 
policy and, therefore, the insurer is not 
liable for a loss caused by dynamite, 
gas or other explosive substance com- 
ing in contact with it. lowa also held 
to the same effect in a case where a 
plate glass insurance company exempt- 
ed itself from a fire loss, but held to 
the contrary under a fire policy, in 
which case its supreme court took the 
same view of the case as the Massa- 
chusetts court did in the Scripture vs. 
Lowell case. Missouri also holds with 
Massachusetts. In most, if not all of 
these cases, both the English and Mas 
sachusetts cases are discussed and ap- 
proved or disapproved according to the 
views of the judges. 

In Wisconsin, where one’s servant 
had negligently burned a lot of paper, 
rubbish and cannel coal (none of them 
intended for such use) in the furnace 
used for heating the premises, it was 
held that such a fire was not a friendly 
fire, and that smoke and soot escaping 
from such fire in the furnace caused a 
loss for which the insurance company 
was liable. 

It has been held that where smoke 
and soot from a lamp caused a loss, it 
was one for which the insurance com- 
pany was liable. But in Pennsylvania 
that it was a question for the jury to 
determine whether the fire was con- 
fined in the lamp as intended or wheth- 
er it escaped and caused the loss. 

In France it was held where one ac 
cidentally dropped jewelry in a fire of 
a fire place it was a loss for which the 
insurance company was liable. 


Exempted Losses 


Under this head are losses caused by 
military or usurped powers, explosion, 
fall of building, mobs, theft at and af- 
ter fire, etc. 

An insurance company may 
itself from any kind of loss. So a 
loss from any of these causes from 
which the company exempts itself is 
not within the protection of the policy 


exempt 


The great difficulty in most of these 
losses being to prove they occurred 
from the cause from which the com- 


pany exempts itself from liability. 





EXPLOSION INSURANCE 


Although a large number of compa- 
nies are not writing explosion insurance 
the lines are constantly increasing in 
number, and underwriters are watch- 
ing: the class with the keenest interest. 
The risk is considerable as there has 
not been a large enough volume of pre- 
mium to pay for a heavy loss. Fortu- 
nately, there has not been a loss of con- 
sequence since the group companies 
began writing the special explosion 
policy adopted a few months ago 





WHAT IS A HAZARD? 


Everybody in fire underwriting is 
supposed to know a hazard, but it is 
not so easy to identify as appears on 
the surface. The actuarial bureau of the 
National Board has found the question 
“What is a Hazard,” one of the most 
interesting with which it has to deal, 
caused by conflicting loss reports sent 
in by companies on the same risk, par- 
ticularly where there are numerous oc- 
cupancies. 








NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire insurance Company in New Jersey 


INCORPORATED 


Agents Desired at Unrepresented Points 


1811 





RUSE OF AN AGENT 

and Ruler Bribes Children To 

Give Expiration Dates of 
Policies 


Pencil 





The Hartford calls attention to 
agent who has set other agents in his 
town by the ears through issuing the 
following circular to school children, 
who soon crowded his office, ready to 
win the pencil and ruler: 

A Free Pencil and Ruler 
For Every School Boy and 

School Girl 
your father or mother 
in the following questions and 
bring to my office and receive a 
pencil and ruler free, regardless of 
how many children in the family. 

Do you carry fire insurance? 


an 


Have fill 


If not would you care to have us 


quote you prices? 


Ww hen does the fire insurance 


you 

now have expire? 

Do you own the house you are 
now living in or do you rent? 

‘Would you consider buying your 
own home if the terms are arranged 
to suit you? 

Name ........ 

Address ee ; 

When in need of insurance or 
real estate see H before closing a 
deal. 


LIGHTNING REPORT 


New Document Issued By United 
States Government—Rods Protect 
Property, Investigation Proves 

The Bureau of Standards, 
ment of Commerce, has just issued a 
report of a survey of statistical data 
relating to life and property hazards 
from lightning, and also of existing 
methods of protection against light- 
ning. The field covered does not in 
clude electrical power and signal 
tems, but does include buildings of va- 
ricus kinds, precautions to be observed 
by persons in thunderstorms, and in 
teresting nformation in egard_ to 
lightning 

The net result of the 
to show by means of reliable 
that the lightning rod, when 
installed, is a trustworthy 


Depart 


Sys 


investigation is 
statistics 
properly 
means of 


protecting property against lightning 
PROOF OF FIRE LOSS 
Where insured furnished. within 
days after the fire, proof of loss show 
ing that the building and contents 
were totally destroyed, and that there 
was no damaged or undamaged prop 
erty of which an inventory could be 


made, it was sufficient, though the pol 
icy required insured to “separate th 
damaged and undamaged personal 
property, put it into the best possible 
order, make a complete inventory 

the same, stating the quality 
of each article and the amount claimed 
therein”; and it was immaterial that 
insured, on demand. after expiration of 
the time limit, furnished an inventory 
of the lost articles (Weisberger vs 
Western Reserve Ins. Co., 95 A., 402.) 


and cost 





FIRE 


German American 
Insurance Company 
New York 


“CAPITAL 


$2, 000. OOO 


RESERVE FOR ALL 


2i 490. 623 








John C. Paige Co. 


INSURANCE 
65 Kilby St. Mass. 





Boston, 











H. KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
105 William Street, New York City 











AIDS ACTUARIAL BUREAU 





New York Insurance Department Cir- 
cularizes Companies to Send in 
Their Loss Experiences 
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} s is ire ( 
E. A. LAW DEAD 
Th of Edgar A. Law, presiden 
of the Insurance Society of Phila 
delphia, removes one of the most inter 





esting figures in the M Depart 
ment Mr. Law was 53 vears old. He 
was born in Carlisle, Pa.. and at the 
time of his death was secretary and 
treasurer of the County Fire of Phila 
delphia 
SUMMER HOTELS 

lwo summer hotels were destroyed 
during the last ten days, one in the 
Delaware Water Gap section; the other 
in the Adirondacks 

There are 40,000 agency censes in 


Michigan. 
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STANDARD POLICY CONTRASTS 


PREPARED BY “COUNSEL AFFELD 


How New York, Penneyivania and 
North Carolina Contracts Differ— 
Digest Also Written 


Francis O. Affeld, a New York insur- 








ance lawyer, has prepared an index to 
the new Pennsylvania fire policy; also, 
a brief resume of the differences be 
tween the New York and the Pennsy!l 
vania standard forms The resume 
fellows: 
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extent of a mortgagee’s 
in the event that it is 
company is not liable to 
mortgagor or owner, and further provide 
other provisions relating to the interests 
obligations of a mortgagee may be added 


to the 
recovery 
that the 


of 


rider. 


New York policy (lines 
the removal of property to 
and the application of the 
y thereafter, though longer, is seemingly 
er than the corresponding clause in the 
sylvania policy which reads “while lo- 
1 and contained as described herein, or 
for five days : 
h any the property shall 
preservation from fire.” * (Line 
“expense of removal” clause (N. Y 
omitted from the new forms. 
York policy provides (line 69) that 
fire occur the assured shall make a com- 
the new forms provide (line 
that the insured shall furnish a complete 
The clause in the New York form 
requiring a certificate of a mag 
notary public, if demanded, 


e clause in the 
) relating to 
ice of safety 
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May Raise War Risk Rates 
(Continued from page 1.) 
prepared by which fire is started simul- 
taneously in different parts of the build- 
ing. One of these mechanisms may be 
put into operation before the others, so 
that when the firemen reach the place 

they find evidences of incendiarism. 

2. A person or persons seen leaving 
tle vicinity of a fire under suspicious 
circumstances are arrested on circum- 
stantial evidence. 

3. One of the parties to a plot volun- 
tarily confesses. 


More Guards Needed 

It is customary nowadays for adjust- 
ers to ask as soon as they reach a man- 
ufacturing plant that has _ burned 
whether there was any manufacturing 
of war materials. One of the greatest 
adjusters in America said this week 
to The Eastern Underwriter: 

“T have had no proof of any 
that fires where our company 
volved in war munition plants have 
been due to the war, but in view of 
the suspicions voiced in the public 
press I think we cannot be too positive 
in insisting that owners of plants, mak- 
ing war supplies, who want continued 
the insurance carried by the compa- 
nies, must surround their plants with 
the kind of protection that will guard 
their plants in such a way against fire 
that when a blaze does occur it cannot 
be said that it originated from anything 
but a natural hazard.” 

Some of the plants are so carefully 
guarded now that even adjusters have 
been able to reach buildings inside cer- 
tain great plants only with difficulty 
and after presenting credentials to 
various guards. 


kind 
is in- 


History of Roebling Fires 
The recent fire in the plant of John 








A. Roebling & Sons Co., Trenton, was 
the fourth that has occurred in about 
nine years, and it is estimated that 
36-37 Fallen building ‘ ‘ 68-7 
38 Loss to accounts, bills, etc..... 7-9 
)-41 ss to bullion—drawings—pat 
terns to N. C. 57 
41-42 Loss by ordin: ance—inter ruption 
f business pies & 
43-44 Plate glass, frescoes, decora 
tions ee : ..Omitted 
45-46 Application, survey, 1 war 
ranty ; Omitted 
47-48 Agents only if authorized ir 
writing -Omitted 
49 Renewals .Omitted 
S1-S5 Cancellation 8q- 100 
26-50 Mortgage interest ; 108-125 
60-66 wal, pro rata covering q-t 
67-60 > of oss—inventory 127-133 
70-76 of loss, etc 34-147 
76-77 ed plans and speci fic atic ons 148 
77-8 ate’s certificate "Omitted 
81-8 linations under oath, pro 
duction of books : 150-158 
86 Appraisal—umpire—award : 160-175 
)2-9 Appraisal and examination not 
waiver " ‘ 83-86 
94-9 oss payable 60 days after proof 
of award 185-191 
16-98 Apportionment clause. ; - IOI-105 
98 —— of application fixed by 
ride ; , ‘ 72-74 
Liability for reinsurance as 
greed ..Omitted 
Subrogation 117-123, 197-200 
G 7 Suit 2 months 192-196 
R Insu ludes legal repre 
sentatives ‘ 
Loss equiv: alent. to loss or 
damage : Omitted 
2 If policy made by mutual com 
pany, etc ; as Omitted 
Policy accepted. subject to con 
ere Te Ts 
4 Power of agent or officer to 
waive teal scan 78-82 
16 No privi leges or permission un 
less by rider 3 86-88 
117 In witness whereof shee bee x 
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this company is out of pocket more 
than a million dollars because of the 
fires. The first fire, nine years ago, 
destroyed one of the buildings and con- 
tents, the loss being more than $500,- 
000. The insurance carried was from 
44 to 50 per cent. of the value. 

About four years ago occurred the 
second Roebling fire. The circumstan- 
ces were something the same as the 
first, a large building burning, the loss 
being hundreds of thousands of dollars, 
and the insurance being only about 40 
per cent. This second loss, by the 
way, was adjusted by the late Donald 
Brown. 

In January of this year occurred the 
third Roebling fire. Underwriters hand- 
ling New Jersey business are familiar 


with this. The fire started about 7 
e’clock at night, and spread rapidly, 
largely because there was no water 


available, a canal from which the sup- 


ply would have been obtained being 
dry. The cause of that fire is still 
unknown. 

Adjusters estimate that in these 
three fires the personal loss of the 
Roeblings is at least $1,000,000, because 


o? under insurance. 

In the latest Roebling fire there have 
been reports that the alarm system 
was tampered with, but this is not offi- 
cially verified by adjusters. Special 
agents say that no war material was 
manufactured in the building which 
burned. The insurance on the building 
destroyed was $380,000, lines over $7,- 
500 being: Rochester-German, Fidel- 
ity-Phenix, Standard of Hartford, Agri- 
cultural and Ohio Farmers $10,000 
each; London Assurance and North 
River, $15,000 each; National Union, 
$11,500. 

The Bethlehem Fire 

No insurance was carried by the 
3ethlehem Steel Co. on its plant that 
burned. This was because the Com- 
pany canceled all of its policies at 
siort rate near the time when Charles 
M. Schwab returned from Europe. The 
insurance had been placed by C. M. 
Logue Bros. & Co., Inc., Pittsburgh. 
An interesting light on this fire was 
thrown by B. C. Scudder, of the North 
River, who had a talk with a local 
agent in the city when the plant burn- 
ed This local’s story, according to 
Mr. Scudder, follows: 

“The plant that burned was used for 
tempering steel. Machines of a certain 
type in the building were connected 
with electric wires. Owing to a short 
circuit one of these wires sputtered, 
fire running clear along one of the 
wires. A workman ran for a pail, 
which he thought contained water, but 
was full of oil, which in a panic he 
dumped on one of the sputtering wires 


In an instant the whole place seemed 
afire and the workmen ran for their 
lives. 

“It so happened that the Company 


was to put into operation in this build- 
ing a new sprinkler system, on the day 
following the fire. The old sprinkler 
system had been disconnected, and if 
it had not been there would have been 
a different story to tell regarding this 
million dollar loss.” 


Small 
the Baldwin locomotive 
small. The insurance 
the mutuals. 
Stoney Bureau Reports 

The Stoney Bureau sent to compa- 
nies a few days ago another batch of 
reports on plants in New York State 
and the Middle Department that are 
making war munitions. The Bureau is 
not compiling a systematic series of 
reports on these risks, but, in the 
course of regular inspection, when in- 
spectors find that a factory is turning 
out war supplies the companies are 
tipped off about it, the information cov- 
ering each plant being brief, giving the 
kind of material manufactured, and, 
wherever possible, the name of the gov- 
ernment to which it will be shipped. 


Baldwin Loss 

The loss on 
plant is very 
was carried by 


The American Eagle bas ose admit- 
ted to West Virginia. 
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Casualty and Surety News 





VICTORIES FOR COMMERCIAL 


FOUR IMPORTANT DECISIONS 
Illustrate Further Tightening of Circle 
Embracing Workmen’s Compen- 


sation in This State 


Another batch of decisions this week, 
delivered by the Appellate Division of 
New York, again makes further elim- 
ination in workmen’s compensation 
coverage; and furnish a decided set- 


back to the State Fund’s protection. 
The four decisions were won by the 
Commercial Casualty Insurance Co. 
These decisions are naturally discon- 
certing to employers insured in the 
State Fund, because if the insured had 
had that brand of coverage, there 
would be no further redress of any 
kind. The four cases are briefly re- 


viewed as follows: 


Hanging Flag Not Part of Janitor’s 
Duties 

In the matter of the claim of Albert 
Gleisner vs. Gross & Herbener, employ- 
er, and Commercial Casualty, the in- 
jured was a superintendent of a build- 
ing. His duties also included repair 
work, his real occupation being that 
of an asbestos worker. His salary was 
$90 a month. At the time of the ac 
cident he was going to hang a flag, and 


while ascending ladder he fell and 
fractured his leg. 

The Commission ruled that on ac- 
count of the fact that he had done 


all kinds of repair work and was not 
an ordinary janitor he would come un- 
der the act. The Appellate Division 
dismissed the appeal on the theory 
that at the time of the accident he 
was not engaged in occupation covered 
by the act. A brief digest of the de- 
cision follows: 

“Where an employe’s ordinary duties 
and accustomed scope of activities do 
not come exclusively or predominantly 
within the category of employments 
enumerated in the Workmen’s Compen- 
sation Act, and only casually and in- 
cidentally does he do work falling 
fairly within that category, his right 
to compensation must hinge on the 
finding that he sustained injury while 
actually and at the moment doing work 
named in the Act. If the employer 
shows that the employe was not so en- 
gaged when he met with the injury he 
is not entitled to compensation, even 
‘though at times he did work embraced 
within the Act.” 

Horseshoer Not Covered 

In the matter of Thos. R. Grady vs. 
Cc. T. Holliday, this was a case where 
a man was employed by the assured 
as a horseshoer. He got $18 a week. 
It was testified at the hearing that h® 
also works at a forge occasionally. At 
the time of the accident he was putting 
a shoe on a horse, and, instead of hit- 
ting a piece of cork, struck the edge 
of the shoe, a piece of steel entering 
his eye. The Commission made an 
award on the ground that because of 
the fact that he sometimes worked at 
a forge, therefore, was covered. The 
Commercial Casualty Co. has from the 
start taken the position that the em- 
ploye at the time of the accident was 
not engaged in a hazardous employ- 
ment as described by the act, namely, 
horseshoeing. The Appellate Division 
sustained the Commercial Casualty in 
their opinion. 

Wholesale Grocery Neither Storehouse 
or Warehouse 

In the matter of Miehm vs. Hussey, 
a workman was piling barrels of vine- 
gar on top of each other; his finger 
was crushed; and later amputated. 
The case was contested on the ground 


that it did not come under the act. 
The contention was upheld that the 
injury did not come under the store- 
house and warehouse section as the ac- 
cident had occurred in a_ wholesale 
grocery establishment. 

In the matter of Millie De Fillippis 
vs. Charles Falkenberg, the Appellate 
Division decided that an employe in- 
jured by another employe while on the 
premises during business hours did not 
come under the act as although the 
injury did arise during employment, it 
did not arise out of the employment. 


CHARLES H. HOLLAND BACK 
United States Manager of Royal Indem- 
nity Active Figure in Coast 
Insurance Events 


Charles H. Holland, United States 
manager of the Royal Indemnity, re- 
turned last week from the Pacific 


Coast, being away nearly two months. 
Mr. Holland took a prominent part in 
the World’s Insurance Congress, which 
did much to advertise insurance on the 
Coast. 


MURPHY MAKES CHANGE 


Former Special Agent of Casualty Com- 
pany Goes With London & Lan- 
cashire in Like Capacity 


William F. Murphy, formerly special 
agen of the Casualty Company of 
America, has resigned that position to 
become special agent of the London & 
Lancashire Indemnity. The appoint- 
ment became effective November 15. 

Mr. Murphy is well known in the in- 


trance fraternity, having been en- 
gaged in the business for over ten 
years. For a considerable portion of 


this period, he served as a placer for 
Gordon, Roberts & Co. He has a host 
of friends and is bound to acquit him- 
self creditably in his new connection. 





AMERICAN AMENDS CHARTER 


The charter of the American Surety 
Co. has been amended so as to enable 
it to transact all the kinds of business 
authorized by Section 70 of Chapter 33 
of the insurance law, says the Journal 
of Commerce. These are the lines 
ordinarily written by the multiple-line 
companies. It is not the purpose of 
the American Surety to engage in all 
of these various lines in the near fu- 
ture, but it has merely placed itself 
in a position to do so if and when com- 
petitive conditions may make this 
course advisable. At the monthly 
meeting of the board of trustees of the 
company, held this week, J. Horace 
Harding was elected a member of the 
board, and Guy E. Tripp, who was 
already a member of the board, was 
elected a member of the executive 
committee. 


GENERAL AGENT FOR EAST. PA. 

The United Life & Accident Insur- 
ance Company of Concord, N. H., an- 
nounces the appointment of John F. 
McCurley as general agent for Phila- 
delphia and for Berks, Bucks, Chester, 
Delaware, Lehigh, Northampton and 
Montgomery counties in Pennsylvania 
with headquarters located in Philadel- 
phia at 733 Drexel Building. Mr. Mc- 
Curley was with the Equitable Life As- 
surance Society for three years at 
Richmond, Baltmore and New York 
City, and recently with the Philadelphia 
office of the Travelers for nearly two 
years. 

QUITS COMPENSATION FUND 

The United States Coal & Coke Co. 
withdrew from the West Virginia Com 
pensation Fund on November 1, elect- 
ing to pay $17,000, as its share of the 
Fund's indebtedness, and the premium 
of stock company indemnity to remain 
ing in the Fund. 
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A man is known by the Company he keeps 


Realizing this the best agencies throughout 
the country have always kept the 
F. & D. as their leader 
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OPEN TERRITORY 


In Maryland, West Virginia and Delaware for Agents to sell new form of Commercial 

Contract to men and women, ages 16 to 70, in all occupations. 

and $32, paying $5 to $25 weekly indemnity covering every accident and all sicknesses 
For Particulars Write 


YL 
COMMONWEALTH CASUALTY COMPANY, 


Premiums $8, $14, $20, $26. 


R, Manager 
Baltimore, Md. 





280 CASUALTY LAWS IN YEAR 


REPORT OF F. ROBERTSON JONES 


Publicity Bureau’s “Digest” Now Con- 
tains Seventy Pages—Important 
Decisions Given 


Work 
Bureau 
Secre 


In his annual report to the 
men’s Compensation Publicity 
this week, F. Robertson Jones, 
tary-Treasurer, said that the Bureau 
during the past year examined 3,732 
legislative bills, or more than three 
times the number examined in 
1914. Of the number 1,261 were found 
to affect directly or indirectly casualty 
and surety interests. Two hundred 
and eighty became laws, as against 
four hundred and twenty-one in 1913 

The Bureau’s constructive legislative 
work has lain largely in the direction 
of advocating and promoting the en- 
actment of reasonable and workable 
workmen's compensation laws in those 
States where they do not exist, and in 


improving existing laws by amend- 
ments. “In other words,” said Mr 
Jones, “we have had clearly and con 


stantly in mind that we understand to 
be the governing principle of this 
Bureau, viz.: not merely to assume the 
laissez faire attitude towards proposed 
reasonable and workable workmen's 
compensation legislation, but to be of 
every possible assistance to all organ- 
izations and associations in formulat- 
ing, initiating, promoting and effecting 
such legislation. 


17 States Without Compensation 


Seventeen States are now without 
compensation laws as follows: Alabama, 
Arkansas, Florida, Delaware, Georgia, 
Idaho, Kentucky, Mississippi, Missouri. 
New Mexico, North Carolina, South Car 
olina, South Dakota, Tennessee, Utah 
and Virginia. Official commissions are 
now sitting ir. Alabama and Utah to in 
vestigate the subject. Workmen's com 
pensation bills are to be introduced in 
States as follows: Alabama, Idaho, 
Missouri, Porto Rico, Tennessee, Utah. 

The Workmen’s Compensation Pub- 
licity Bureau is publishing many im- 
portant pamphlets in its educational 
campaign and has also published the 
texts of all the compensation laws, in 
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addition to revising when laws 
are amended. 

The Bureau's 1914 digest was a great 
orders coming not only from 
States, but from foreign coun 
A revised edition of the 
distributed This 
1915 revision covers all the workmen's 
compensation laws A number of new 
headings have been incorporated in the 
1915 Edition, and the treatment in some 


texts 


success, 
all the 
tries, too. 


Digest will soon be 


instances has been amplified so as 
to cover certain points on which 
the demand for information has 
been frequent, the additional headings 
being: “When Assenting Employer Is 
Liable For Damages,” “Extra Terri 
torial Effect,” “How Compensation Is 
Secured,” “Insurance,” “Injuries Cov 
ered,” “Posting Notices.” “Penalties.” 


Many new case citations are given em 


bracing all decisions of the highest 
courts reported up to October 1, 1915, 
on questions arising under the com 
pensation laws The growth of the 
Digest is illustrated by the fact that 
it is now 73 pages instead of 40 

The report of Mr. Jones discusses 
the progress of the Insurance Federa 


tions, saying in part: “This movement 
has undoubtedly been primarily in the 


interest of the agents themselves, yet 
of its very nature it has redounded 
likewise to some advantage to the in- 
surance corporations.” 
MASSACHUSETTS AUTO INJURIES 
Here is the tale of fatal automobile 
accidents in Massachusetts for the ten 
months of the year. They are culled 


from the figures of the Massachusetts 


Highway Commission 


Killed, 1915 (10 months) Fe 
Killed, 1914 (12 months) 229 
Killed, September, 1915 33 
Killed, October, 1915 32 

So far this year, 31 persons have 
been punished by jail sentences for 
having killed others in motor ax 
dents 
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New President’s First Speech 


President Butler made his first ap- 
pearance as head of the Travelers, at 
the conference of company men with 


Commissioner Hardison’s reserves com 


mittee at the Hotel Astor on Friday of 
last week He was warmly congratu 
lated by his associates At this con- 
ference Mr. Butler was one of the 
speakers, and his fil speech as presi- 





dent of the Travelers is reproduced 


herewith: 











x - * 


Why Mr. Lott Has Succeeded 

At the loss reserve conference at 
the Hotel Astor President Edson S. 
Lott, of the United States Casualty Co., 
said that if he had achieved any suc- 
cess at all in the insurance business it 
was because of his aptitude in ignoring 
advice of actuaries and lawye! 

“My objection to actuaries is that 
they never change their minds,” he 
said. “My objection to vers is that 
they change their minds too often.” 

+ * = 


Deputy Stoddard’s Cleverness 


Casualty underwriters and insurance 
brokers generally are greatly relieved 
that the threatened rats ar in gen- 
eral liability business has been averted 
by the quick acti Insurance 


Wa rring 
connection 


Department in 
factions together. In thi 


the 
Super- 
intendent Stoddard handled the situa- 


praise for 


Deputy 


there is universal 
adroitness with which 


tion. Those who attended the confer- 
ence were much pleased and somewhat 
amused with the diplomacy displayed 
by the Insurance Department represen- 
tative, This was instanced in his quick 
control of discussion which tended to 
acrimony without compensating results 
and his adroitness in dedging respon- 
sibility as when asked to name the 
committee, he asked the bureau com- 
panies to suggest six names and the 
non-bureau companies to suggest three 
then declaring those so named to con- 
stitute the committee of nine. 
e : * 
Those Elevator Rates 

The non-bureau companies which at- 
tended the general liability conference 
are still wondering why the elevator 
liability rates were consolidated with 
the general liability rating problem. 

+ * x 


Will Travelers Branch Out? 

The election of Louis F. Butler to 
the presidency of the Travelers Insur- 
ance Company has_ aroused some 
curiosity along William street as to 
whether this is to be taken as an in- 
dication that the Travelers is to be- 
come even more aggressive in the gen- 
eral casualty insurance field than here- 
tofore. Some predict that the Travel- 
ers will soon become a full-fledged 
multiple-line company. 

* * 


Scandal Mongers Disappointed 

The expected washing of dirty-linen 
at the Plate Glass Insurance Ex- 
change’s meeting this week, did not 
pan out to the complete satisfaction of 
some of the scandal mongers. The 
charges of excess commission payments 
by one member were throttled by the 
ccmplaint committee which rendered a 
Scotch verdict—“Not Proven.” 

cd ca * 
Adjust Situation 

Rumors were circulated in casualty 
underwriting circles that the differ- 
ences between the Compensation Re. 
insurance Bureau and one of its mem 
bers over the matter of a discrepancy 
in workmen’s compensation premiums 


reported to the bureau as a_ basis 
of assessment has been amicably 
adjusted. 

ok % * 


Subway Line 

Brokers whose business takes them 
up and down William street frequently 
these days were interested to know that 
a company has assumed the liability 
hazard of subway construction, even 
at the high figure set by the bureau. 
A swift moving vehicle of moderate 
weight has been known to make acon- 
siderable vibration even in the stone 
pavements close to the building line. 

. ” aa 


The Sale of 105 William St. Building 

The recent sale of a large block of 
old buildings on the northeast corner 
of John and William streets has given 
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rise to some speculation as to whether 
this will result in the early erection of 
a modern office structure on the plot or 
will the buildings be simply remodeled. 

Harry Hall, of William A. White & 
Sons, who represented the new owner 
in taking over the property from 
Charles B. Van Valen, stated to The 
Eastern Underwriter that the property 


was purchased as the most desirable 
in the neighborhood for sale at the 
present time. He sees splendid op- 


portunities in the new subway and is 
one of the most optimistic boosters of 
realty in the insurance section. The 
new owner does not contemplate mak- 
ing any changes in the property but 
will continue to conduct it as at pres- 


ent, as a office building. 
* * 
A Chance for Promoters 

The Barebones Alumni Association 
announces a series of lectures for the 
season on the “Organization of a Fire 
Insurance Company.” This should 
qualify a large corps of expert pro- 


motors and might promise the replen- 
ishment of the depleted list of local 
companies. With complete knowledge of 
the proper methods and legal require- 
ments for organizing a fire insurance 
company all that will be needed will 
be the successful underwriter and the 
cash for the capital and surplus—both 
easy to find. 
Automobile Theft Losses 

Automobile theft are un- 
pleasantly plentiful these days and are 
seriously affecting the loss ratios of 
some companies. There are however 
some remarkable recoveries reported. 
One company reported that an assured’s 
car was taken from in front of a prom 


losses 


inent restaurant at midnight, the po- 
lice notified immediately and the re- 
covery made in the upper part of the 


Bronx at 2 A. M. There was only slight 
damage to the car apparent besides the 


loss of a shoe. Fifty dollars would 
cover the whole loss and the under- 
writer is therefore much elated over 
this small piece of luck as all recovy- 


eries are not so economical 


NEW AGENCY SUPERINTENDENT 
Charles E. Coombs Goes With Boston 
Casualty Co.—F. C. Burnham 


Elected Treasurer 


Boston, Nov. 15.—The Boston Casu 
alty Co. is quietly forging ahead. F. C 


Burnham, recently secretary of the 
Home Lire of Jacksonville, has been 
elected treasurer. He is an experi 
enced executive and together with J 
Kelso Mairs, its energetic secretary, 
will handle its field development as 
well as be identified with its under 
writing. 

The company has just acquired the 
services of Charles E. Coombs, recent 


ly New England manager of the Indus 


trial end of the Standard Accident. He 
is to be its superintendent of agents 
and will at once begin about supple- 
menting the small though competent 
agency staff with more good men. The 
company recently stepped over the bor- 
der into Vermont. 





AGENCY SUPERVISORS 


District Plan of Fidelity & Deposit a 
~ Success—Marked Increase in 
Surety Premiums 


The Fidelity & Deposit Co., of Mary- 
land, in carrying out its plan of dis- 
trict agency supervisors for the gen- 
eral development of its business, is 
achieving a very marked success un- 
der the first year’s working of the plan. 
The results of the operation show 
splendid increase of business and go 
to prove that closer relations between 
the company and its agency force 
which are established have brought 
highly desirable results. 

For several months the activities of 
the Agency Department of the Fidel- 
ity & Deposit Co. have been directed 
to expanding its ‘surety lines, together 
with its miscellaneous casualty lines, 
viz.: accident, automobile, burglary, 
plate glass, etc. The company is one 
of the few to show a marked increase 
in surety premiums during the cur- 
rent year. It is continuing its ultra- 
conservative policy so far as work- 
men’s compensation is concerned. 





JOINS JACKSON & POTTER 


Joseph H. Wright, Well-Known in New 
York, Becomes Underwriter for 
Preferred General Agent 


Joseph H. Wright, who has been 
ecnnected with the liability department 
of the New York office of the Massa- 
chusetts Bonding, became associated on 
Monday with Jackson & Potter, Inc., of 
1 Liberty street, New York City, in the 
capacity of underwriter. 

Jackson & Potter are general agents 
of the Preferred Accident, metropolitan 
agents of the automobile department 
of the Insurance Company of North 
America, and city surety agents of the 
Hartford Accident. 





DEPUTY FRANK B. THORN 


Frank B. Thorn, of Buffalo, has been 
appointed by the State Industrial Com- 
mission as its third deputy and placed 
in charge of the Bureau of Mediation 
and Arbitration as Chief Mediator. 

Mr. Thorn has represented the Ninth 
district of Erie county in the State As- 
sembly since 1908 and was chairman 
of the Judiciary Committee in the 
Legislature of 1915, the committee 
which had charge of the direct settle- 
ment bill, the bill consolidating the 
State Labor Department and the Work- 
men’s Compensation Commission, 
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Special Talks With Local Agents 








Splendid results are ob- 

Working tained by solicitors who 

at work among wage earners 
Night at their homes evenings, 
says the Standard Acci- 
cent Bulletin. For the time expended 
it is a question if the results obtained 
are not really greater than on day 
work. The reason is that there is a 
better’ opportunity to present the pro- 
position thoroughly and to give it pro- 
per consideration after the day’s work 
is done, than with the interruptions in- 
cident to soliciting the prospect while 
at work. Possibly the average wage 
earner has no serious scruples about 
using the time he sells to his employer 
to consider insurance, unless he may 
be a piece-worker, but it is certain 
that he is generally disinclined to give 
it the time and consideration it de- 
serves, for his mind is on his work. 
The solicitor is working under a han- 
dicap because he is at a disadvantage 
when his prospect’s mind is partly on 
his work or likely to be diverted by a 
crowd present. 

At night he feels that he is through 
for the day and can give attention to 
something other than work. It is al- 
ways possible to get to a man in his 
hcme where there is an opportunity 
to talk the business over without in- 
terruption, and the man is generally in 
a talkative mood, and there is every 
advantage on the agent’s side. The 
number of prospects reachable at their 
work is to an extent limited, but al- 
most anyone can be gotten to in his 
home, and few men will refuse to dis- 
cuss, or consider the matter when 
reached there. . 

An hour or two of canvassing a resi- 
dence street during the day, prefer- 
ably in the forenoon while the wives 
are home, will furnish enough pros- 
pects for evening work to last a week. 
Anyone who hasn’t triéf thé “evening 
call plan has missed a way to get busi- 
ness that has proven itself to be a 
money-maker. 


. . 
George Dye, an agent 
Epigrams' of the National Life & 
of Accident Cé., Nash- 
George Dye ville, is an _ effective 
writer of epigrams. 


Here are a few of them: 

When an agent starts out to his work 
about two hours late, or knocks off 
early with no business written that 
day, if he will lift up his head and 
look he’ll see his success running about 
two hours late, or it’s quit the job al- 
together. And, if he’ll listen, he’ll hear 
a voice—the voice of Progress—calling 
him to the hills he’s failed to climb. 

No man with a “pull” lifts a district. 
He may be in the good graces of some- 
body, but “his pull” pulls against the 
puller at the traces. If you want to 
distinguish yourself—pull—and you'll 
push out of your way the fellow who 
spends his time trying to get “a pull.” 
In a race with a real man, a weak man 
with “a pull” runs like a chicken and 
kicks like a mule. He can’t stay 
ahead; he can’t eat the dust; so he 
dodges and kicks till “his pull” goes 
bust. 

When a man struts around looking 
like he’s got “a pull,” he never looks 
like he wants to pull. Just let him 
strut. Some day he'll blow up, and 
there won’t be enough sand in the ex- 
plosion to get in your eyes. 

When Laziness gets a man properly 
chloroformed, Failure proceeds’ to 
operate. 

By the use you make of your rate 
book you are likewise rated. 

There is just one National policy 
that is no good. It is the one yet un- 
sold. 

Right intent is a good instrument 
to» survey with, but when you come to 


those whom you solicit. 
dom of the blind, 
should be king. 


In the king- 
the one-eyed man 


* * * 

The story of the cost 
Cost of to a company to put one 
An risk on its books is told 
Application by J. J. Sheridan, in the 
current issue of the 
Casualty Company of America’s Bul- 

letin. The story follows: 
“The application is the foundation 


cn which all insurance is written. With- 
out it a policy could not be issued, as 
there would be no data to enable the 
company to arrive at the classification, 
premium, etc. Assuming that you do 
not know what it costs the company 
to put an application through its books, 
we desire to give you an insight into 
the many operations that little inoffen- 
sive scrap of paper goes through. 

Operation 1. “The application, after 
being taken from the envelope, is 
placed in a folder addressed to the sta- 
tistical department and sent to the effi- 
ciency department to stamp thereon 
the time it arrived; it is then deliv- 
ered to the statistical department and 
is immediately entered on card for sta- 
tistics on the risk. 

Operation 2. “It passes from the sta- 
tistical department to the liability de- 
partment for underwriting and the 
checking up of the premium. This is 
one of the most important stages 
through which the application passes, 
as as it is decided then whether or not 
risk is acceptable. 

Operation 3. “The application is sent 
on its way to the pay roll auditing de- 
partment and there recorded. If the 
risk sticks, the auditor, at the end of 
the insurance period, will check up the 
assured’s books to ascertain whether or 
not there is excess premium to be col- 
lected or return premium to be paid. 

Operation 4. “It is passed on to the 
accounting department for posting in 
ledger and entering policy number on 
cards. 


Operation 5: It is sent back to the 


statistical department for recording 
home office number. 
Operation 6. “Inspection department 


gets it and the risk is carefully in- 
spected and immediately checked up 
by an inspector as to safety appliances. 
The more safeguards found around the 
risk, the less the hazard, and conse- 
quently the smaller the premium. 


Operation 7. “Having passed through 
all the experts it goes to the filing 
room, where ‘it rests in peace,’ until 
disturbed by the ‘cancellation demon.’ 

“You can readily see that it takes 
considerable time—and time is money 
—to place the risk on the company’s 
books; therefore, it should be carefully 
inspected by the agent and he should 
know whether or not it is bona fide, or, 
in other words, is going to stick, before 
submitting same to the company. If 
this were done we could not have to 
resurrect the application from the files 
and send it back through the seven 
operations, at double time and cost, for 
cancelation. 

“There is entirely too much business 
written on speculation. In soliciting 
an application, be fair with the assured 
and the company. If you do this we 
will not have to deal with the unwel- 
come visitor called ‘cancelation,’ the 
application will remain in the filing 
recom and the company will get the 
premium to which it is justly entitled. 

“This is the story of one compensa- 
tion application. Moral.—Have your 
business stick; do not have cancela- 
tions—they are costly and unneces- 











Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL - - - President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 


POLICIES 


EUGENE H. WINSLOW, President 
R. R. Cornell, Vice-Pres. S. Wm. Burton, Sec. Alonzo G. Brooks, Ass’t Sec 


RELIABLE AND ENERGETIC AGENTS WANTED 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


OF THE MOST 
APPROVED FORMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 100 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHICAGO Resident Manager 


55 JOHN STREET 


F. W. LAWSON New York 
General Manager ‘ 
Liability, Accident, Elmer A. Lord & Co, 
Burglary, Boiler and 145 Milk St., Boston 


. Resident M 
Credit Insurance ” ng 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











The Frank fort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865—— 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U.S. Mer. and Attorney JNO. M. SMITH, Sec. U. S. Branch 





LIABILITY— INSURANCES TRANSACTED 

Employers 

Public Vessel Owners Burglary 

Teams General Contingent Workmen's Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 











C. A. CRAIG, President W, R. WILLS, Vice-Pres. C. R. CLEMENTS, Sec, & Treas. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 











J. K. Hoag, formerly with Jackson & 
The Commonwealth Casualty Co., of Potter, has gone with the Ocean Acci- 
Philadelphia, has entered Colorado. dent as a special agent. 


building you need sand and some more 
of that good material that is in you. 
Do not complain of the stupidity of 


The Southern Surety Co. has appoint- 
ed Edward Ball as general agent in 
Western Pennsylvania. 





THE EASTERN UNDERWRITER 














November 19, 1915. 











Good Service 


AND 


Guaranteed Cost Life Insurance 


are the Cornerstones of our Suocessful Company. 

Brief, liberal, clearly expressed policies with guaranteed low 
cost are serviceable alike to policyholders and agents. 

Specimens of Life, Accident or Health policies furnished 
upon;_request. 


FOR AGENCIES ADDRESS 


The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 








Pan-American Life Insurance Company 


New Orleans, Louisiana 
Cc. H. ELLIS, President 


Miseevarnde $18,000,000.00 
2,500,000.00 


Total Imeurance in force .......... (over) 
Total Resources 


eee ee ener eene 





We have a few attractive openings for high class life insurance men throughout 
our territory. 


If interested, write for full particulars, also ask for a description of our New 
Double Indemnity and Accident Benefit Policy. It’s a Winner. 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Bank Building 
New Orleans, Louisiana 















A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 











Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 


Address: 
Correspondence Course Bureau 


The Equitable Life Assurance Society 


OF THE UNITED STATES 
P. O. Box 555 
New York City 








The Greatest Selling Help 


for the accident insurance agent is 


Prompt and Liberal Claim Service 
WE GIVE IT 


eS . 


There are Great Opportunities 


for agents in unoccupied territory 


Write us to-day 





NEW YORK CIry 


The Standard Accident Insurance Co. 
of Detroit, Mich. 


C. A. TIMEWELL, Resident Manager 
123 WILLIAM STREET 


THE PROGRESS 


@ THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 























A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 
all members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
39% reserve 








Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of Mmerica 


Home Office: 68 WILLIAM STREET, NEW YORK 

























